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What Method Profits Most? 


Pick Your Policy and Pursue It 


ID you ever see a stampede of 
Dee or the panic of a great 

crowd of people? They are 
much alike. The same causes, silly 
usually, or unreasoning at least, 
impel the wild rush that ends in 
death and injury. A herd of cattle 
may be grazing ever so quietly or 
sleeping peacefully in the starlight. 
Suddenly a wild-eyed steer, or hys- 
terical old cow, jumps up and snorts 
wildly. Instantly the whole herd is 
in wild flight down the canyon, 
across the mesa, over rocks and 
precipices. Nothing can stop them 
until they have run off their ner- 
vousness and sheer’ exhaustion 
causes them to halt. In a theater 
a wild cry of “Fire!” has caused a 
panic that results in the death or 


injury of hundreds. People are . 


cattle-minded to a large degree. 
Their impulses are much alike. 

There are, sad to say, a lot of 
shoe men right now on the point of 
stampeding into a wild run of 
cheapness and lowering of stand- 
ards. One hears every day some 
otherwise sensible merchant declare: 
“I think I'll put in some cheaper 
shoes. That seems to be what the 
people want.” Or else he says: “I 
guess I will jump into this rapid 
style game. That is the big money- 
maker today.” Getting ready to run 
with the herd, as it were. 


TOP and think. Look around 
you. Study the real situation. 
There are thousands of stores offer- 
ing cheap merchandise. There are 
hundreds of gamblers playing the 
quick-style game. 


Here is the result fo an investi- 
gation made recently by one of the 
RECORDER staff. Twelve stcres were 
visited. In each one the investi- 
gator stopped long enough to hear 
the tale of woe from the discouraged 
merchant, In each window of the 
twelve was displayed all the quick 
styles and cheap priced merchandise. 
The fitting chairs were empty. In 
the course of some hours’ careful 
watching the observer did not see 
one sale made. 


HEN he went down the street to 
a store that has kept steadfastly 
to one policy—that of maintaining 
good merchandise at a high range 
of prices. Busy as the proverbial 
cranberry. merchant. Three sales- 







































men hurrying to wait on the women 
who crowded the store. The hosiery 
counter doing a great business. 
Manager happy but too busy to talk. 
Outside the people were pausing to 
look in at the window display of 
shoes marked at prices from ten to 
fifteen dollars. 


NQUIRY developed the fact that 
this store was averaging better 
than twelve dollars a pair per sale. 
The only stampede noticeable in 
that store was in the direction of the 
cash register. That merchant has 
not listened to the clamor of the run- 
ning herd or the wild cry of “Fire!” 
Merchandising is the 


shoes for thirty years who are now 
losing money every day, and men 
who have only been in the shoe busi- 
ness for a few years that are making 
good money. Let’s see if we can put 
our finger on some of the reasons. 
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At the St. Louis Styles Pageant 


Little Miss Vivian Keyo Uyeda from the “Land of the Rising Sun” captured 


all eyes in St. Louis. 


She and her big sisters showed the shoe world that 


beauty in footwear is universally expected. St. Louis, by its early showing, 
hastened a consideration of Spring, 1927, so that there is every assurance of 
the coming year opening earlier to the pleasure of the customer and the 


profit of the merchant. 


The show was a magnificent picture of the pos- 


sibilities of an industry obtaining a fashion as well as an intrinsic valuation 




















tere Sweethearts of 
the Runway 
The beauty of childhood 


made a great hit at the 
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St. Louis show and 
proved also that little 
girls can wear silver and 
gold slippers and fancy 
leathers with all the 
pleasure given to older 
girls and with profit 
to the merchant who car- 


\ : 
ries exceptionally beau- 
tiful footwear for 


children. 
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A golden anniversary 
lifts to higher achieve- 
ment the Johansen 
Bros. Shoe Co. of St. 
Louis. Imagine a room 
sheathed in gold metal 
cloth and gold lace, 
and everything within 
it luxuriant. It made 
a marvelous picture for 
a setting of jubilee 
footwear. 
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The runway was a sparkling success, not only in the 

beauty of its models and their bootwear, but in the 

perfection of the runway itself. It was a crown road, 

bordered with light, and revealed footwear for men, 
women and children. 
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Legs are still news. A careful color selection 

of hosiery was one of the ou 

of the harmony of colors achieved. In the back. [& 
ground you just get a glimpse of Frank H. Mahler, 


impresario. 
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Poetry Hath Charms to Make 
Shoe Sales 


ARLY in the second week in November, members of the sales staffs of the 
two stores of the Frank Werner Co., in San Francisco, gathered for the 
annual Christmas staff meeting. Sales quotas were set to run from Nov. 15 to 
Dec. 3.1 and a decision was reached this year to feature Werner’s Treasure Chest 
—a beautiful gold colored box lined with silk and designed to be used as a recep- 
tacle for shoes and slippers. Late in the meeting one of the store executives 
recited the poem below—a paraphrase of The Charge of the Light Brigade, by 
Tennyson. The “Russell” mentioned is Russell Werner. ‘Duke’ and “Bob” 
are Mr. Turnley and Mr. Evans, managers of the two stores. Here is the poem: 


Speed the sales, speed the sales, - Sparkle their eyes with joy. 
Speed the sales onward, Each one, both girl and boy, 
All in the Werner Store, Keeping their “shoes up” there, 


Selling now an extra pair. 
All the world wondered. 
Plunged in the buying throng, 


Werner’s one hundred. 


Forward the Werner Staff. 


“It can be done!” he said. That’s where they all belong, 
Off with a bang they went, Market and Geary. © 
Zipp! The one hundred. Salesmen as true as steel; 


That’s what we know and feel 
About every one of them, 
Forward the Werner staff. Werner’s one hundred. 
There’s not a man dismayed, 
There’s not a salesman blue, 














No one has blundered. Russell to the right of them, 
Each one did make reply, Baker to the left of them, 
With ready heart and their hopes high, Quotas behind them, 
“This we will do or die.” Easily outnumbered. 


: Praised now by Duke and Bob, 

Of 9 ; gc they "eat 4 Completed is the worthy job, 
—_ Ra re They who ‘had sold so well, 

- Now let the bonus tell, 


Russell to the right of them, = a one oo 


Baker to the left of them, 


ee 





Quotas in front of them, 


Carefully numbered. When can their glory fade, 
Spurred on with Duke and Bob, What a campaign they made, 















Bravely they did their job, | All the world wondered. 
Just see the shoes they sold, Honor the mark they made, 
Slippers, hose and Chest of Gold, Honor the shoe brigade, 
Noble, one hundred. ~ Werner’s one hundred. 
E. Gamlen. 
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HEN the chain store comes 
W: your town—keep your 
head. Don’t get the least 


bit excited about it. The chances 
are that it will begin selling shoes 
at prices you have never touched— 
in recent years. Say, for example, 
thé chain store opens with an an- 
nouncement that it will have one 
fixed price—six dollars. Stop and- 
think how many six dollar shoes you 
have sold in the past year. Surely 
the chain store is not going to take 
away from you something you do 
not possess, and that is six dollar 
business. 

It may be that there ‘is an open- 
ing for a six dollar store in your 
town. You know there are many 
people who cannot afford to pay more. 

If you value your peace of mind 
and, incidentally, your bread and 
butter, don’t get into a “dog fight” 
with any competitor. If you open 
fire on the chain store and begin 
selling six dollar shoes you will 
lower your own morale and cheapen 
your store in the eyes of your higher 
priced customers. The chain store 
will not cut prices to five, but it will 
go on serenely selling shoes at six 
—and perhaps a lot of them. It is 
highly organized to sell six dollar 
shoes and you are not. So, the best 
of the argument is in the other fel- 
low’s hand at the very start. 








TEP over to the new store and say 
“howdy.” Welcome the newcomer 
to your city. Tell him right off the bat 
that you are not going to fight him 
and that you think he will be an im- 
portant factor in the retail business. 
By making friends with that chain 
store you may profit many times. 
Every six dollar store gets a lot of 
people who want better, or higher 
priced, shoes. Where will it direct 
them when a fit is impossible.? 
You may have been 
selling shoes at prices 
-ranging from eight to 
fourteen dollars. You 
have built up a substan- 
tial business in those 
grades. Just because 
someone else decided to 
begin selling shoes at 
six dollars is no sign “ 
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Don’t “Fight” the Chain Store 


It May Be Serving a Useful Purpose in Your Town 
Also, It May Be Emphasizing Your 


Better Grades of Shoes 


that all your trade is going to rush 
over to the new store to buy. People 
who know values, style, fine work- 
manship, and all that, realize that 
they get more of it in the higher 
priced shoes. 


T’S poor business to begin a fight 

with any other store, chain store 
or other competitor. It gets you into a 
bad mental condition and makes you 
a snarling, fault-finding, hating chap 
who soon loses his finer business in- 
stincts. 




















The minute you begin meeting 
competition on prices, you begin to 
lose something. You acknowledge 
that your prices have been too high 
or that your shoes are going off in 
quality. Stay out of competition. 
Competition is quicksand that a mer- 
chant gets into by,imitating his com- 
petitor. 


IND out where the chain store 
gets his goods. It is not difficult. 
Every chain store has a source of 
supply. Simply avoid buying similar 
[CONTINUED ON PAGE 39] 





Point out to every cus- 
tomer all the niceties, the 
excellencies, the fineness, 
the superiorities of your 
shoes. 











No. 2 of a Series, 
“The Battle for 


Supre 
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Now the Merchant’s Turn 


T is common knowledge in the trade that during 
the month of December when factory space is 
idle the big volume buyers go into market and 
make terms favorable to themselves, so that a 
‘factory organization can be kept together and over- 
head reduced to a minimum. 

In former years the big volume buyer sensing 
the advantage to him of concessions in production 
and price during that period was able to get a 
little bit of an edge on the rest of the trade because 
of his greater financial resources. That was the 
situation and most everybody in the trade realized 
it. 

In St. Louis last week an experiment was made. 

.It has long been the custom of the industry to 
“meet in January and July, either in associations 
or in the markets as individuals. Any experiment 
that changes a market gathering to any other pe- 
riod of the year is naturally a mild revolution in 
the habits of a trade. There are many protests 
from merchants who run their business on a calen- 
dar basis who feel that at the end of twelve months 
they are in a better position to picture the New 
Year than they are from a point a month earlier. 

Nobody really expected that it were possible in 
one attempt to influence the entire trade to follow 
a new adventure in buying, but these are days 
when old customs are being jolted. Once shoes 
were bought six months in advance; today six 
weeks is considered a long time. 

But the national experiment of meeting in a mar- 
ket the first of December resulted in something 
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very favorable to the smaller merchant. He found 
out that placing his orders a full month ahead of 
custom gave him a few advantages. He was as- 
sured of getting the colors that he wants, when he 
wants them, which he knows would be utterly im- 
possible in January when all the shoe world wants 
its shoes put into the works. 

And the volume buyer was somewhat surprised 
to find out that it wasn’t so easy for him to get 
factory concessions in production and price to “keep 
the wheels going.”” The month of December form- 
erly an ebb month, when production was at a low 
point, is likely to be changed to a very busy month 
in shoe manufacture, if the experiment is repeated. 
There is bound to be controversy, one way or the 
other, as to the time for ordering, but this idea of 
the shoe merchant having as much advantage in 
the market as the volume operator is certainly 
something in the right direction. 

Many merchants were fascinated with the idea 
that spring opens in January and February in cer- 
tain geographical locations of the country and that 
a complete spring stock was needed. These mer- 
chants, therefore, bought with that advance season 
in mind. 

The small merchant played into luck on another 
score. Naturally thinking of the rubber business 
as a definite part of his store service, he antici- 
pated in orders, and when the snows came, as they 
did through the Middle West and now in New En- 
gland, the smaller merchant was in better shape 
than the big department stores in the metropolitan 
cities. 

Just imagine a huge department store commit- 
ting itself to only twenty-five cases of overshoes 
for a season, figuring out that because of its size 

and buying power it could get immediate service 
from the rubber companies. The first snow storm 
came and they rushed an order in for 500 cases. 
One rubber company frankly told them they 
couldn’t have any more of the cream of the busi- 
ness with the rubber company holding the bag— 
that those merchants who had anticipated their 
wants would be first served. This is another score 
for the small merchant who does his business in an 
orderly. way. Big purchases are not as powerful 
these days. The small merchant has learned how 
to use the methods of big business to his own ad- 
vantage. r 

We look for more ‘consideration of the small 
merchant and his wants in 1927, because the 
strength of an industrial organization is in many 
orders from many sources, placed a little bit far- 
ther in advance than heretofore. 




















GETTING MORE 
SHOES SOLD RIGHT 
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“Demand” or “Acceptance” 


T has become a habit of the shoe trade to speak 
of “demand” as if the people were actually de- 
manding certain things in style. Actually, the 
people know but little of style. They read of cer- 
tain trends, or tendencies. They see certain styles 
in windows or in illustrations. They have abso- 
lutely nothing to say about styles. Their styles 
are made for them by style creators. BUT, they 
do accept certain styles—or reject them if not ac- 
cording to their likes. 
The style creator who can guess most nearly the 
style that will be “accepted” by the masses will get 
the business. 


Use the Politician’s Stuff 
OLITICIANS, when they wish to know what 
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every year. Many a mediocre fellow has been 
made into a great popular hero through the efforts 
of these “talkers up.” 

The shoe trade needs talkers. It needs to center 
the conversations of men upon shoes. It must 
turn men’s minds away from those topics that bar 
out thoughts of shoes. 

It would be out of reason to employ men to do the 
job. But there are talkers who may be employed 
at very reasonable wages to talk to millions through 
printer’s ink. 


“Too Much Trouble” 


NE of the most discouraging things to the 

representative of a business paper is to hear 

a dealer say: “Oh, that’s too much trouble. I 
have no time to do anything like that.” 

For example, a RECORDER man goes into a 








people want, or what they do not want, send shoe store and the owner opens up with a 


out “listeners.” These 
alert henchmen place 
themselves in every 
vantage point and use 
their ears. They at- 
tend all meetings 
where voters gather. 
They edge into crowds 
in public places and 
listen. Soon they 
know the public mind 
and report to the 
bosses that certain 
things can or cannot 
be done. 

Would it not be a 
good idea for manu- 
facturers and retailers 
of men’s shoes to send 
out some “listeners?” 
They would hear some 
astonishing things 
about everything in 
the world but shoes. 
Men simply are not in- 
terested in shoes. They 
talk of cars, of golf, 
of games, of politics, 
but of shoes—nothing. 

Once more, adopting 
the methods of the 
politicians, why not 
send out some “talkers 
up.” That means men 
to mix into crowds 
and skillfully lead the 
conversation around to 
center upon some can- 
didate the bosses want 
to put over. It is done 
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The ‘Reason Why 


VOLK BROS. CO. 
Dallas, Texas 


It is our custom to keep our sales force constantly 
posted on what is correct in style by showing them 
how our own showings are similar to shoes being 
offered by the leading merchants in the larger cen- 
ters all over the country. 

We find the Boor anp SHOE RECORDER a very 
valuable aid in selling our own stocks to our own 
sales force, usifg pictures in that publication for 
authority for the fact that styles we show are cor- 
rect and identical with those being shown by lead- 
ing stores throughout the country. 

We believe t the better informed our sales 
force is, the better they are able to present their 
merchandise properly to their customers. 

A careful perusal of the REcoRDER gives the 
salesman who is on his toes proper background for 
the presentation of his Memerate Anything that 
adds to the interest of the salesman in his busi- 
ness cannot fail to increase his efficiency—and we 
are very well pleased with the results in the present 
instance. 


a 


Yours very truly, 
VOLK BROTHERS COMPANY, 
(signed) Harold F. Volk. 


The man on the floor is a tremendously impor- 
tant personage these days 


His knowledge of and trends and service 
go a way toward i i customers. 
Harold Volk realizes this; that’s one of the rea- 


sons for the splendid success of his concern. 








Sout 6 TEE 
; President. 
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long tale of woe, busi- 
ness is rotten, things 
are going to the dogs. 
What can a man do? 
What does the RE- 
CORDER man suggest? 
The RECORDER man 
desiring to be helpful 
begins to offer sug- 
gestions. Each offering 
is rejected with that 
old, old, alibi—“Oh, 
that’s too much trou- 
ble. I have no time to 
do anything like that.” 
Sometimes he openly 
sneers at the poor ig- 
norant newspaper man 
for venturing to offer 
such trashy advice. 

This merchant — 
rather store keeper— 
will stand and talk 
for hours about rot- 
ten business, rotten 
politics, rotten every- 
thing, but he is too 
busy to try any of the 
new ideas, 

When a man ‘finds 
things too much trou- 
ble he usually ends up 
in the bankruptcy 
court. The busiest men 
on earth are those who 
listen and learn. There 
is nothing on earth 
they will not try if it 


_ geems to offer a 
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Hit ’Em in the Eye 


One in Forty Passersby Are Stopped by Average Shoe Window— 
These Suggestions Will Catch Every Eye 63 


experts there are twelve most 

important points of display 
in a window. These are ar- 
ranged in order of the votes 
which each item received: 


[: a tabulation of opinions of 


1—Power of attraction. 
2—Color harmony. 
38—Sales power of the display. 


4—The merchandise ex- 
hibited. 


5—Arrangement. 
6—Balance. 

7—Lighting. 
8—Uncrowded appearance. 
9—Cleanliness. 
10—Timeliness. 
11—Originality. 
12—Window cards. 


This list is given in order to 
allow a merchant the opportunity 
for a complete check-up of each 
window in all its aspects. Many 
of these points are elementary, 
or one might call them founda- 
tional. Originality, which ranks 
eleventh in votes ought to be 
given first place with, of course, 
a proper consideration of all the 
other points. 


A concern in Spokane, Wash., it is said, tied up traffic for two 
hours with a hosiery display in which a live model stood motion- 
less for fifteen minutes on a chair with skirts raised to escape 
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The quality of originality is 
stressed because of the fact that 
’ today there are very few win- 
dows, or there ought to be very 
few, who have for their main 
attraction a choice collection of 
dead flies or the drowsy store 
tabby. 


RIGINALITY is a _ very 

powerful and all-inclusive 
factor in window display plan- 
ning. It covers timeliness, con- 
sideration of possible customers, 
selection of merchandise and the 
arrangement. Therefore out of 
this list may be taken “power of 
attraction,” “sales power of the 
display” the “merchandise ex- 
hibited” and “timeliness.” Such 
simplification is conducive to im- 
mediate and easy handling of the 
window display proper. If one 
has an original idea the very 
originality carries with it a 
proper handling of all details in- 
cident with it in preparation. 
There is one thing to consider in 
being original and that is to at- 
tract attention by novel means 
to the goods which are to be 
sold. 
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the ravages of a live mouse which played about the floor of the 
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The “Book” Window 


BIG book in a window gives one 

the opportunity of putting forth 

any timely information with regard 
to style, current events or items of 
historical interest. Use it for a cen- 
tral display with proper draping for 
a standard on which to set it. The 
size depends entirely upon taste, a 
page, for example, might be nineteen 
inches deep by nine inches wide. The 
“book” requires very little ingenuity 
in making; some heavy cardboard for 
“covers” and wrapping paper for 
“leaves”. The “subject” may be 
clipped from some style magazine or 
trade paper and pasted into the book, 
or the show card writer may be called 
in to write the story. 


The Geometric Design 
Window 


HE window illustrated 

is suggested for its 
decorative appeal to the 
modern woman. Cut out of 
heavy black cardboard the 
design as shown, and give 
your leading style emphasis 
in this way. Use this on a 
black background for a cen- 
ter display, or use four of 
these cut-outs in diamond 
shape display. The black 
and white gives contract. 
This window has a distinctly 

modern touch. 


The “Rainbow” 
Window 


REPE paper or 

silk arranged 
as shown in the 
illustration here 
will make a strik- 
ing window. Con- 
sult a color chart |} 
for striking color 1 
combinations. Have 
your colors pleas- 
ing to the eye as 
well as_ striking. 
Then arrange the 
shoes along the out- 
side and inside of 
the “rainbow.” ) 
Black drapery else- 
where in the win- 
dow will bring out 
this central display 
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Original Designs 










Original Window 
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RY this black and white effect. All that is 
necessary is a false ceiling with cutout 
slots through which shafts of light ‘ 
jected downward onto the shoes. 
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Which Shall It Be? 


Rigid or Flexible Shanks? Or Both? Merchants 
to Get Line on Each at N. S. R. A. Meet 
in Chicago Next Month 


N entire session of 
the sixteenth an- 
nual convention 


of the National Shoe 
Retailers’ Association, 
which is to beld in the 
Hotel Sherman, Chicago, 
Jan. 4, 5, 6 and 7, will 
be devoted to discussions 
on the merchandising of 
orthopedic footwear. 
This radical change 
in the conduct of the 
convention was decided 
upon by Manager 
George M. Spangler of 
the N. S. R. A., because 
of the remarkable busi- 
ness merchants have 
been building during the 
past few years on this 
type of footwear. In the 
opinion of Manager 
Spangler and the execu- 
tive committee of the 
association, orthopedic 
shoes offer merchants a 
real opportunity to se- 
cure extra pairs sales 























It was also announced 
this week that mer- 
chants and manufactur- 
ers attending the con- 
vention would be the 
guests at a dinner on 
the night before the 
convention opening, of 
the Chicago Shoe Trav- 
elers’ Association. This 
dinner’ will ° officially 
mark the close of the 
National Shoe Travelers’ 
Association which is 
also to be held in the 
Hotel Sherman, on the 
two days preceding the 
retailers’ convention. 


LL indications are 
that the Chicago 
convention will be a real 
record-breaking buying 
convention. Reports 
from all sections of the 
country indicate that re- 
tailers are planning a 
trip to the convention, 
prepared to place orders 





and increased profits in 
1927. 


ee sare Ca speak- 
ers have been secured 
to discuss all phases of the ortho- 
pedic business at the convention 
luncheon to be held Thursday noon. 
Charles Henry Brown, inventor of 
the Arch Preserver Shoe, will tell the 
convention visitors about the ad- 
vantages of the rigid arch. Dr. J. 
H. Syles, Jr., a well known ortho- 
pedic expert, will explain the fea- 
tures of a flexible arch shoe. E. K. 
Burnett, secretary of the National 
Chiropodists’ Association, will talk 
on “Chiropody in the Shoe Store.” 
Another worthwhile talk will be 
made by Dr. Joseph Lelyveld; who 
will discuss the work being done by 
foot clinics. 

Such a program is expected to 
prove very educational and-te enable 


A new runway idea is to be used at the N. 
Convention—a surprise feature that will m 


shoe visible. 


merchants to get a real picture of 
the possibilities on establishing some 
business on orthopedic shoes. Fol- 
lowing the talks there will be a gen- 
eral trade discussion on -corrective 
footwear, at which retailers, manu- 
facturers and salesmen will be in- 
vited to express their views. 


HE orthopedic session is expected 

to be just one of several worth- 
while get-togethers which will be 
held during the convention to dis- 
cuss problems confronting the in- 
dustry. One whole session will also 
be spent in talking over the style 
situation and hearing the predic- 
tions of some of the country’s best 
style pickers. 


for the bulk of their 
spring shoes. Never be- 
fore has a convention 
given more promise as 
a real business-creating 
gathering. In anticipation of this 
large volume of business an unusual- 
ly large number of manufacturers 
from all sections of the country have 
completed arrangements to exhibit 
their shoes at the Sherman on all 
four days. 

It is expected that nearly 100 New 
England manufacturers will have 
their lines on display. Manufac- 
turers from that section are making 
a determined effort to get their share 
of the orders to be placed during the 
convention. As part of their plan, 
they will give a New England night 
party on the opening night of the 
convention, at which the merchants 
will be their guests at an elaborate 
supper and entertainment. 
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Shoes for Sport Occasions 
Two Pairs as Easy to Sell as One If 





Proper Argument Is Used 


HE first test of men’s sport 
I footwear styles for any given 
year is always made in the 
winter preceding that year. What 
wealthy men buy to take South with 
them in the winter months, gener- 
ally speaking, is what other men will 
wear five or six months later at the 
summer resorts and on the play- 
grounds of the North. This is one 
of the axioms of the shoe industry. 
With this in mind, it is sufficient 
to point out that the three sport shoe 
types shown on this page have been 
the three best sellers in the line of 
a large manufacturer of sport shoes. 
They are not styles which this 
manufacturer has put in his line to 
show his trade. They are types 
which have been accepted by his 
trade, on which orders have been 
placed and shipments made to mer- 
chants who cater to the winter re- 
sort trade of the South, either be- 
fore this trade leaves the North or 
after it has arrived at Miami, Palm 
Beach or Sarasota. 


HEY represent more than 
three mere types, however. 
Just as there are shoes for the 
occasion in all classes of foot- 
wear, so are there shoes for sport 
occasions in this one restricted 
class of footwear. This princi- 
ple was evolved about two years ago 
and, used skillfully, has been the 
means of bringing much extra pair- 
age into the men’s sport footwear 
field. 
The shoe at the top of the page 
represents what might well be called 
the dress sport shoe. Its heel and 
















Another shoe for 
real golfers who 
hav 


sole are of leather. It goes wtih the 
white or cream colored flannel 
trouser and the sport coat of blue 
or brown. It may even be seen on 
the hotel dance floor. 

In the center is the “half way” 
shoe. It can be worn for golf or 
during the informal dress portion of 
the day with knickers or 
flannels. It may even be 
worn for tennis by people 
who expect to have their 
photographs taken, but by 
few who really want to 
play the game. 

At the bottom is the 
shoe designed for golf and for no 
other purpose. Its sole may be of 
leather with spikes, or with any of 












Real golfers are going to be more par- 

ticular about the eve of their feet 

next year. They accepted snappi- 

ness in all other sections of their golfing 
garb. Shoes are next in line 


the other golf soles on the market. 

These shoes are not shown as pat- 
terns to be followed slavishly or as 
color combinations to be 
adhered to to the ex- 
clusion of all others. It 
is true that they repre- 
sent types which have 
been successful in the 
line of one manufacturer, 
but sport footwear must 
be ordered on the basis of 
what each merchant 
knows will sell in his own 




















It’s in sport shoes 
that real color will 
be found next spring. 
Refinement in appear- 
ance, trimness of line and 
sharply contrasting white buck 
and light tan make this a smart number 


tween which may serve for either— 
can be and should be adopted in 
every store selling to men. The well 
dressed man will choose, per- 
haps, two of the three. 
Others will content them- 
selves with the half way 
shoe, wearing it the first part 
of the season for dress sport 
purposes, then using it the 
latter part for real sport, in 
the meantime buying another 
pair for dress up. 

Color combinations for men 
in sport footwear next year will, 
in general, follow last year’s lines 
—combinations of black and white, 
tan (or brown) and white, and 
brown and elk. 


OME manufacturers are experi- 
menting with colored patent as 
trim and others believe there is an 
opportunity to sell a limited quantity 

















Matches Bring Men Into These 
Stores 


WICKER basket full of books 
Act paper matches is on the front 
case of all John Ward shoe stores. 
Some men make a habit of coming in 
every day and taking a book. While 
they do not buy each time, the man- 
agement figures that their walking 
in regularly is good advertising. 


* . er 


An Unsolved Problem in Fitting 
HIS from the manager of a good 


grade chain store who does not 


wish to be quoted: 

“Our house insists that every cus- 
tomer be properly fitted, and it is 
right that they should. Along comes 
the perverse female buying short 
vamp shoes and demanding that she 
be fitted a couple of sizes shorter 
than our judgment says is safe. 
What will we do? Fit them as they 
demand, thereby assuring ourselves 
of certain trouble in the near fu- 
ture? Insist on fitting right, with 
the almost positive assurance of 
queering the sale? Lots of people 
imagine that New York City trade 
is 90 per cent transient. They are 
wrong. I doubt if 25 per cent of 
the trade that comes into that front 
door might be classified as transient. 

“Business has only been fair for 
the past couple of weeks. We are 
not going behind, but we are not go- 
ing ahead as we would like to. The 
head office is pounding us for busi- 
ness, not alibis; consequently we 
have to deliver the goods. It is a 


devil of a problem to decide exactly 
what to do, in order that all parties 
may be absolutely satisfied.” 
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This Card Makes Two-Pair Sales 





— 
MADE 
“IN TEAM” 
Meaning you can buy 
this same Shoe 
in 


Black or Tan 























HE manager of one of the John 

Bright stores says that the above 
display card, used in conjunction 
with either black or tan footwear, 
has done wonders in increasing his 
number of two-pair sales. Men see 
a shoe they like, he says, receive as- 
surance from the card that they can 
buy the same shoe in another color— 
and hop to it. It is an argument 
which appeals strongly to men who 
like variety in their shoes but are 
unwilling to secure that variety by 
buying different lasts. 


ee ae 


How Not to Short Fit 


ROM “The Hub of the Universe” 

comes a clever plan to safeguard 
against short fitting. Marcus Mc- 
Weeney, shoe buyer for the Kennedy 
Co., told me about it the other day. 
This is how he does it. 

When a customer asks for a pair 
of shoes, his feet are immediately 
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“judged” as to size and width on a 
reliable measuring’ stick. Very 
often the customer says, “What is 
my size?” and upon being told, forth 
comes the further remark: “The last 
pair of shoes I was measured for 
were ——” (the size which the cus- 
tomer named being perhaps an 8E, 
whereas 9A was the record of the 
size stick). 

If the customer insists that 8E is 
the size, the Kennedy shoe salesmen 
say “Very well,” and proceed to 
make out the sales slip, and write 
at the bottom thereof “I have been 
fitted short by request.” The cus- 
tomer is asked to sign his name to 
this statement. If he refuses so to 
do, he must either accept the right 
size or not be fitted at all. Very few 
“sign on the dotted line” to this 
effect, said Buyer McWeeney, and 
thus is the store saved many losses 
through refunds. 


* + 


Advertising the Store’s Style 
Experts 


HE Adler Store in New York 
uses a telling sales argument. 
On an attractive sign inside the 
store, they stress the fact that they 
have two men in the organization of 
seventeen years’ experience who 
know the young men’s trends and 
tastes, so are fully qualified to in- 
terpret these desires into styleful 
shoes. ° 
For the conservative man, there 
are two other men, whose thirty-five 
years of training fit them to design 
shoes for the more mature tastes. 
A combination hard to beat. 
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How to Establish Selling Price 





LANDING CHARCES 
BUYING COST 
PUBLICIT ¥ 


ADMINISTRATION AND SELLING COST 


VANUFACTEURERS SELLING PRICE 





RANK WERNER, the San Fran- 

cisco merchant, says: 

There is only one profit, and that 
is “net profit.” And net profit is 
subject to two interpretations: be- 
fore tax deduction and after tax de- 
duction; even then, it is not profit 
until the cash is in the till. 

The public mind is confused on the 
question of profit. It is not common- 
ly known that it costs as much to 
sell merchandise as it does to pro- 
duce it, and sometimes more. The 
cost price, to a retail shoe merchant, 
of a pair of shoes is the manufac- 
turer’s selling price plus landing 
charges, buying, housing, publicity, 
administrative and selling costs. 
The “mark up” must cover these 
charges and also provide a measure 
of reward for the individual or firm 
who is thus contributing to the pub- 
lic need. 

The “mark up” must be figured 
on the selling price, because it is 
from the sales that money is pro- 
vided to pay for merchandise and 
expenses. “At what price can I sell 
this shoe” is the all-important ques- 
tion for the retail shoe man. If he 
wants to sell a shoe at $8 and it costs 
him twenty-five per cent to do busi- 
ness, he must buy that shoe at less 
than $6 if he wishes to obtain a 
margin. 

Inventory shortages must also be 
borne in mind when figuring the 
“mark up,” or the merchant will ex- 
perience a shock when inventory is 
taken. 


6. 2e"@ 


. Here Comes the Bus Boy 


OMETIMES a customer wants to 
see a flock of styles at once and 
wants to handle them, so, to save 
time, which is money in New York 
City, one store has a rack, similar to 


the racks used in shoe factories, all 


loaded up with one shoe of each new 
style. This is wheeled right up to 
the customer. The originator of 
this scheme feels that this method 
saves many sales. The covered 
shelves of the racks are on a slant 
so each shoe is canted at the right 
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Second Pair, $1 Less 


OUBLE-HEADERS are encour- 
aged by the London Shoe Co. 
through this sign in their stores: 


Private Sale 
$1.00 reduction on second pair 
if two pairs are purchased and 
intended for use by the same 
party. 


* * 


Presents for Children 


N the eight years that the Buster 

Brown Shoe Store has been open 
in Mt. Vernon, Wash., a sale has 
never been held, yet their off season 
business is always good. It seems 
that by giving away articles that 
appeal to the children during the 
alleged sale or supposedly dull peri- 
ods, their volume is kept up,. The 
past season, F. E. Rosenquist, the 
manager, offered a $6.50 steel cart 
when purchases amounting to $55 
had been made. At other times he 
has given baseballs, gloves, mits, to 
the boys, and mittens, scissors, etc., 
to the girls. A punch card system 
is used. 

To illustrate that thirteenth 
doughnut of the dozen again. Rosen- 
quest had just finished selling a 
woman a pair of shoes and said: 

“Why not wear the new shoes, 
leaving the old ones with me for an 
hour or so, so that I may put on 
new buttons, put in some new heel 
pads and have them shined up for 
you when you come back?” 

Offering and doing these thought- 
ful things saves many a sale and 
makes fast customers. 

Every morning the sizes of the 
staple shoes sold the day previous 
are re-ordered. “It pays to keep 
these shoes coming all the time,” re- 
marked Rosenquist, “for the people 
like to see new fresh shoes, even in 
the staple lines.” : 

* * 7 
SIMPLE rule to bear in mind in 
caring for rubber shoes is the 
following: Darkness is better than 
light, and a cool place is better 
than a warm one. 
* *# # 


Who’s the Real Boss 
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A New Variation of the Club 
Offer 








‘A ONE-DAY offer by 


special 

Filene’s of Boston may be easi- 
ly adopted by many other merchants, 
especially at this time of the year. 
Under the terms of the Filene offer, 
one may buy any black satin or 


patent $10.50 opera pump, three 
pairs of chiffon or service weight 
stockings of any shade, the value of 
which is $5.85, and any $5 cut-steel 
or rhinestone buckle in the house, all 
for $16.35. This means a saving 
of $5, for if bought separately they 
would cost $21.35. 

At the bottom of the twelve-inch, 
three-column advertisement an- 
nouncing the offer, were these two 
corking sales arguments: 

“Now that you’re thinking of 
Christmas gifts 

“this is a fine one 

“For young lady daughter, for 
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The Cup That Cheers 
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Holbrook & Petty Use It to Ginger Up Their Sales Force 


[in ties a cup race going on 
in Pittsburgh, Pa. Holbrook 
& Petty, proprietors of the 
Stetson Shop, which is located in 
the Jenkins Arcade, one of the 
most desirable spots in the city, are 
offering a silver loving cup to the 
member of their salesmen’s “One 
Hundred Per Cent Club” who has 
the highest number of points at the 
end of the tenth week of the con- 
test. 

The contest had passed its fifth 
week when this was written. Albert 
Buzza had the edge with a total 
of 545 points for the five weeks. 
W. L. Dunston was in second place 
with 531 points, and H. A. Ciccone 
had a record of 444 points. 

The club is an organization for 
the salesmen with the object of 
giving them an incentive to bigger 
things. To be a member, a sales- 
man must attain and keep an ever- 
age of 100 points per week. In 
order to make progress the pass- 
word, when a salesman totals more 
than 100 points in any week he 
can apply the surplus points to his 
next week’s average. Thus he can 
go forward but never backward. 


S to points, they are not given 
for selling a single pair of 
shoes, but if he sells two pairs, that 
is, the first pair and an additional 


Among Those Fighting for the Cup pair to the same customer, he chalks 





Roymond Maloy 





W. £. Lorenz 





John Pollykowsky 





H. A. Ciccone 





R. B. Murphy 





up five points on his score. And so 
the points are reckoned, a pair of 
shoes and something additional as 
follows: 


AIR of shoes and shoe trees 
equals 1 point. 
A pair of shoes and hose equals 
1 point. 
A pair of shoes and spats equals 
21% points. 
A pair of shoes and rubbers 


_ equals 1 point. 


A pair of shoes and slippers 
equals 5 points, and so on, with 
P.M.’s also giving 5 points. The 
idea, of course, is always to sell a 
pair of shoes and something else. 

Each salesman marks his own 
points on the chart in the basement 
stock room and shine parlor, the 
“honor system” being used. 


R,. HOLBROOK estimates that 

on a Saturday they usually 
wait on 200 customers, and to that 
number they sell 250 pairs of shoes. 
There are 50 extra pairs of shoes 
sold right there, but more than that, 
out of the 200 sales slips covering 
these purchases there will be not 
more than 20, if there are that many, 
which show just a pair of shoes. 
They always sell something extra. 
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Slipping Slippers 
Into the Mind 
of the Buyer 


OE MICHAELS, who presides 
over the destinies of the women’s 

shoe. department at Saks-Herald 
Square, New York, has been doing a 
handsome business on evening slip- 
pers this year. 

This didn’t just happen with no 
apparent reason, of course. Busi-' 
ness never “just happens.” Joe de- 
cided that he wanted to make his 
department..a center for evening 
slippers and set about to do it. 

First off, he assembled one of the 
best stocks of evening slippers in 
New York. ._He not only scoured the 
domestic market, but he “plunged” 
on foreign-made evening shoes on 
his last trip abroad. He is now on 
the other side in search of more eve- 
ning slippers. 

Having assembled his stock, he let 
all of New York know about it. At 
the right we reproduce a half-page 
ad which ran in several of the New 
York newspapers. On top of this he 
had the ad reprinted and inserted 
with the monthly bills that went out 
from the Saks-Herald Square store. 

Did this ad bring results? You 
bet it did. That’s the reason Joe is 
now in Paris looking over the handi- 
craft of the best evening slipper pro- 
ducers in that market. 
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Don’t “Fight” the 
Chain Store 
[CONTINUED FROM PAGE 29] 
styles and keep your own stock as 
different from all others as possible. 
If the factory that supplies the chain 
store offefs you the same styles, just 
smile and thank them for the buggy 
ride. Stay off! There are some fac- 
tories that would like to sell shoes 
to every store in your town. They 
will send a salesman around with 
samples and offer to make up shoes 
“to compete with that chain store 
down the street.” Respectfully de- 
cline. Do not contribute to the pros- 
perity of the grasping manufacturer 
by giving him another outlet through 

your store. 

Continue to buy your shoes from 
your factories that have played the > 
game according to the rules. If your 
manufacturer seems contented to go 
along with you as his only customer 
in the town, for goodness 


Stand pat on your grades. When 
a woman, or man, comes into your 
store and demands a six-dollar shoe, 
sell him or her what you have—if 
you can. Sell a ten-dollar shoe every 
time in preference to one at six or 
less. That will build you up in the 
community as a quality operator. 
Maintain that reputation. But, if 
that customer insists upon having a 
six-dollar shoe, smile and send him 
over to the chain store. 

Really you have not lost a cus- 
tomer. Don’t figure it that way at 
all. If a person has never bought 
a six-dollar shoe from you that per- 
son has never been a customer. And 
if you are unable to sell that person 
a shoe at a higher price, he never 
will be a customer. 


get out of the general shoe business 
and go into the chain business. 

Tell people why your shoes—at the 
prices you ask—are better than 
shoes at a lower price. Educate them 
as you Sell them. It used to be the 
idea that shoe men should keep from 
their customers all information con- 
cerning shoes by telling them as lit- 
tle as possible: What a mistake. 
The more you tell them the more 
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Pats St 9 Co Offers 

















A New Shoe Now Will 
Turn The Tide Of Profit 


One new shoe right now can change the whole 
aspect of your Holiday selling. 
















With every store in town in “high gear,” com- 


The Muriel Strap peting for the contents of her purse, how are you 
Abbo Patent, with Red and to get your share unless you speed up too? 
Gold Polka Dot Trim; Slide 
Buckle Fastening. A-B-C The “Muriel” is the style that will help most. 
$4.60 Of genuine Lawrence’s Abbo—that alluring 
3 cherry red Patent, it offers just enough of new- 
The Muriel Pump ness and snap to turn the tide of profit. 
The Strap. ABC. Yours for more action 
$4.60 GEO. M. ROSEN, Gen’l Mgr. 


“All that the price implies” 
Immediate Delivery 
No orders for less than 12 paira. 











MERCHANTS SHOE CO., 57 Lincoln St., 
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Shoe Merchants News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, DECEMBER 11, 1926 


EVERY WEEK 





The “Misses Cincinnati” to Show 


Shoes for Ohio Valley Retailers 





Enthusiastic Meeting En- 
dorses Regional Plan for 
the N. S. R. A. Style Show 


CINCINNATI—Cincinnati will be well 
represented at the style show of the 
National Shoe Retailers Association at 
Chicago, Jan: 4, 5, 6, and 7, 1927. 

This decision was quickly and unani- 
mously made on Friday, December 3, 
at a meeting of Cincinnati shoe retail- 
ers held at the Cincinnati Club and at- 
tended by representatives of the city’s 
leading shoe stores. 

It was determined to have two girls 
representing this city and the enthusi- 
asm was so great that possibly the num- 
ber will be increased to three. 

The idea of a footwear style revue by 
shoe retailers and for shoe retailers 
brought loud approval from every one 
present, and the procedure of showing 
“shoes for the oceasion” under the new 
pe seemed to those present to be quite 
ideal, 

The Misses Cincinnati will show 
sport shoes, daytime shoes, semi-dress 
shoes, dress shoes, and evening slippers 
and they will offer to all retailers at- 
tending the convention and particularly 
to shoe retailers from the Ohio Valley 
district the opportunity of seeing a 
practical demonstration of just what 
types of shoes their leading Cincinnati 
shoe retailers believe will be good for 
— selling for spring and Easter, 
1927 


This whole National Shoe Retailers 
Association Style Revue procedure is an 
active move forward and will materially 
help shoe retailers generally, to mini- 
mize our trade’s “poor buys,” and the 
N. S. R. A. is to be greatly compli- 
mented for this step forward in the in- 
terest of the shoe industry. 





Business Good in Houston 


Houston, Tex.—L. F. Tuffly of 
Krupp & Tuffly, reports very good busi- 
ness. He says, “This month, in particu- 
lar, our sales are some 25 per cent ahead 
of the corresponding month last year, 
despite the grief that seems to prevail 
in some parts of the country, which has 
not adversely affected our store.” 





Discontinues Men’s Dept. 


CINCINNATI—The Daniel Shoe Com- 
pany, centrally located in the shopping 
district, has opened a removal sale 
which will continue through the holiday 
season. The men’s department will be 
discontinued and efforts made in the 

concentrated on medium and 





Scramble for Rubbers 
After N. Y. Snowfall 


New YorK—A seven-inch snowfall, 
the first of the season, last Sunday, 
caused the biggest demand for rubbers 
and galoshes on Monday ever recorded 
by New York retailers. Shoe stores 
and shoe departments were literally 
swamped and many s were com- 
pletely sold out before noon: In the 
department stores extra salespeople 
were rushed from other departments to 
wait on customers buying rubbers. 

A typical scene was that sta in 
the shoe department of Gimbel Broth- 
ers, where Zippers and rubbers were 
brought onto the floor in boxes and the 
women helped themselves, mixed up the 
stock and prevented any orderly selling. 
Customers helped themselves, and after 
matching up a pair, sought out sales- 
people to take their money and have 
their purchases wrapped. 





She Saw ’Em in Paris 


Boston—“I want some of those long 
gaiters, the same as I saw them all 
a in Paris,” said a woman cus- 
tomer the other day to one of the sales- 
men in the C. F. Hovey Co.’s shoe de- 
partment. On further description, it was 
decided that they were to be of cloth, 
with alligator effect around the instep 
and at the top, with elastic lacing up 
the front. They were ordered for the 
lady and she bought them. And now 
women’s gaiters of the nine-button type, 
in two shades of fawn, two shades of 
gray, and brown, occupy a special table. 
Perhaps the longer ones may arrive 
later. The shoe department of Jordan, 
Marsh Co.’s is showing the iy | leg- 
ettes in light gray kid, with gray lizard 
trim. 





In Slipper Row 


Boston — Buyer Duncan of C. F. 
Hovey Co. recently devoted a goodly 
section of his department to “Slipper 
Row.” This aisle, ‘flanked on either 
side with evergreen and red lights, dis- 
played a goodly assortment of slippers 
effectively. It is reported that colored 
satin mules, both brocaded and plain, 
are @ig sellers. 


Overshoes Selling Well 


BostoN—A little snow flurry and 
colder weather of the past week brought 
overshoes to the fore. All sold 
well—some women folks asked for “six 
buckle arctics.” Many of the cuff top 
varieties were in demand as was also 








high grade women’s footwear. 


the Zipper types. 


Want Real Fit 
In .Footwear Now 


Says P. E. Grauer 


Both Men and Women Demand 
Comfort First When They 
Buy New Shoes 


MILWAUKEE—Men and women have 
now adopted the sensible attitude in 
the fitting of shoes and they want a 
shoe that fits instead of one that 
cramps their feet, as was the situation 
a few years ago, according to Paul E. 
Grauer of Langill and Grauer, 3509 
North Avenue, Milwaukee, one of the 
oldest shoe firms in that part of Mil- 
waukee’s northwest side. 

“Ten years ago women came into the 
store and insisted on wearing a size 
four shoe when their feet called for 
a size six,” said Mr. Grauer. “This 
was both detrimental to the feet and 
to the general health of the person. 
It was then that we told women thev 
were i a_size four shoe when 
they were actually getting a size seven 
or eight, and this little piece of psy- 
chology often hel to sell a pair of 
shoes and satisfied both the client and 
the store. People today think of com- 
fort first and then style. 

“Now, they get both comfort and 
style in the way the modern shoe is 
constructed. The light, pliable leather 
does not cramp the foot and it will 
stretch to fit the foot, whereas years 
ago the foot had to be clamped into 
the outlines of the shoe and the heavy 
leather and wood used in some of the 
shoes at that time held the foot in 
place.” 





Mr. Grauer and his partn Lloyd 
Langill, have been in the shoe $usiness 
in Milwaukee for the past twénty-two 


years, starting with a shoe firm in the 
down-town section of the city, and then 
opening their own business in what 
was then an outlying district of Mil- 
waukee. 


Beck Opens Another 


New YorK—A. S. Beck has opened 
a new branch at 184 Bowery under the 
management of J. Brown. This is the 
rettiest store of the Beck chain. Down 
ere both the men and women ask for 
more style than the uptown stores, and 
they are being fed it. On the opening 
days a pair of $2 silk stockings were 
given to purchasers. Half page ads in 
the Italian papers helped fill the store. 


New $3.85 Shop Opens 


INDIANAPOLIS, IND.—Evarts shoes 
for ladies at a special price of $3.85, 
has opened on the Circle with a very 
attractive shop, in charge of Preston 
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Shoe Store Gives Tafflar and Friedman | psoas 
+ an vim) CT = Sa ot ome Se agi oe a en ee 


Cakes to Buyers 
on Anniversary 





Kansas City Retailer Adopts 
Novel Plan to Mark 25th 


Year in Business 


Kansas, City (U. T. P. S.)—The 
main store of the Robinson Shoe Com- 
pany held a “Reverse English” birth- 
day party Monday, Nov. 25, in cele- 
bration of their twenty-fifth anniver- 
sary. 

The store presented to each guest 
who purchased $4.95 or more worth of 
merchandise a cake baked for the oc- 
casion for them by Wolferman’s bakery. 

The idea took well and the party was 
declared a success. The celebration of 
the twenty-fifth anniversary came al- 
most at the same time as the first an- 
niversary of the new Brookside Boule- 
vard branch opened three weeks ago at 
6229 Brookside Boulevard. 





Mandel Opens Third Store 


Los ANGELES (U.T.P.S.)—“Trade has 
increased to such an extent in the last 
year,” says Mr. Schultz, manager of 
Mandel’s, “that we are forced to open 
another shop to accommodate the fast 
growing trade.” A new store has been 
established making it their third in Los 
Angeles. Theodore Schultz, the young- 
est manager on the coast, will have 
complete charge of the old shop, the 
largest in Mandel’s organization. 





A. Whitton Married 


CINCINNATI—A. Whitton, assistant 
manager of Rollman’s Shoe Depart- 
ment, surprised his many friends by 
taking upon himself a wife. The popu- 
lar young lady was Miss Menning of 
this city. They were married on 
November 21, and after receiving con- 
gratulations of their many friends left 
on . two weeks’ honeymoon in_ the 
south. 








Men’ Shoes of 
Norvegian Calf 
Norwegian Cit is to be found only in 
hagh-type shoes kr is very substantial, 
yet so supple the it assures complere ease 
and comiort. Hack and tan. 


Zen Dollars 


HESS 


Soles of Honor Since 1873 
8 East Baltimore Street 
aan ene ar emmmamnmensen 


Selected from Baltimore 

















| shoe store is at 46 South Eighth Street, 












Open Second Store | 


| 

PHILADELPHIA (U.T.P.S.)—M. Tafflar | 
and F.-Friedman, whose trademark is | 
the Bluebird Footwear, have opened 
their second store in Philadelphia. The | 
new establishment is at Sixtieth and | 
Walnut Streets, in the heart of one of | 
West Philadelphia’s greatest shopping | 


| areas. 


The other Tafflar-Friedman Bluebird | 





which is managed by Mr. Tafflar. Mr. 
Friedman has charge of the new West | 
Philadelphia store. | 

The Sixtieth Street store was pur- 
chased by the partners from Robert 
Wasserman two months ago. They sold 
out the Wasserman stock and then be- 
gan featuring their own Bluebird 
brand. The two Bluebird stores deal 
exclusively in women’s novelties. 


Gets 6 Times Turn | 


CepaR Rapws, Iowa (U.T.P.S.)— 
There is an increased buying by the | 
farmers of winter footwear in the 
stores of the outlying sections as re- 
ported by the New York Store of Ana- 
mosa, Iowa. Mr. Conway, the manager 
of this store, is pushing out for this 
business and finds that, by going after 
the surrounding country trade he is able 
to build up his sales in spite of the in- 
cursions of the city stores on the trade 
of the small towns. His stock is well 
diversified and conservatively bought, 
enabling him to obtain a turn-over of 
his shoe investment about six times a 
year. This is a remarkable condition 
for a small town store. 


Opens Red Cross Dept. 
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Shoes that 
Go to the 
Football 
Games 
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‘ geod looking shoes for young men will continue to 

look well, fit well and wear well through reasonable serv 
‘ tee. They combsne that desirable ruggedness of character with 
widely ewung hnes. lively leathers and collegiate details so os 
sential to real campus tootweer te eee cur complete 
School and College Line, sizes 6); to 11. $7.50, $8.50. $10 up 
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Nelson Co. Discontinuing 

Battimore (U.T.P.S.)—The Nelson 
Shoe Company, 33 West Lexington 
Street, will discontinue business accord- 
ing to an announcement of the manage- 
ment. This discontinuance of the pop- 
ular priced shoe store is explained as 
due to the desire of Walter J. Satter- 
field, its proprietor, to retire from ~ 
business. 











buyer and manager of 
shoe department at 


B. Friedenberg, 
the new Red Cross 
Plotkin Bros., Boston 
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SHOECRAFT 


714 PIPTH AVENUC 
Between S5it and SOW Strects 
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FITTING THE NARROW HEEL 
SIZES 1 » 10 _ AaAAwD 























In Stock 
Ready to Ship 





CAROM—Stock No. K-201. Price, 
$5.15. 


“Foot Friend’ tie in black glazed 
kid. 14/8 leather heel, 1/8 Wingfoot 
Uskide top. Goodyear welt. 
CAROM—Also carried in patent 
with celluloid heel. Price, $5.25. 
Stock No. P-253. 





LOUISE—Stock No. K-200 
Price $5 


“Foot Friend’ two button — black 
lazed kid. 14/8 leather heel, 1/8 
ingfoot top piece, Goodyear welt. 

LOUISE—Also carried in two but- 

ton patent chrome. Price $5. Stock 

No, P-250. 
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Toot OFriend 


Y Shoes 


Foot Friend Shoes 


Bring Good Cheer to the 
Shoe Dealer 


Foot Friend Shoes bring good cheer to the 
dealer because they bring customers—and cus- 
tomers make profits. 


The new Foot Friend models are charmingly 
new—distinctive—out-of-the-ordinary. Their 
uncommon style and beauty go straight to the 
feminine heart. 


Foot Friends set a new standard of quality ata 
popular price. Their retail price range hits 
center. for the volume business. 


One of our men is now in your territory. Wel- 
come him when he comes with the new Foot 
Friend styles—for he is a messenger of good 
cheer both to you and your customers. 


Complete Line L & A Samples on Display, Sherman 
Hotel, during oo ee January 
to 7th. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 


Dunbar Archer F. A. McGiffin Herbert _L. Lape, Jr. 
B. J. Coens Tom Talbott W. T. Dickerson 

R. C. Crocker t- A. Spurlock Ray Jackson 

Ray Glascock . ‘Theste W. H. Sharpe 


Paut J. Lee T. S. Van Hoosen Dolph G. Hoyt 
Phil Miller J. R. McNierney 
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Color and eye-smashing design have been incorporated in this new store front, 


recently completed for Pollock's, Greenville, S. C. 





Big Army and Navy Game 
Cleans Out the Goloshes 


CHIcaGO—Chicago Loop merchants 
reported that the Army and Navy foot- 
ball game had almost swamped them 
with buyers of goloshes. The day be- 
fore the big game developed a sleety 
snow just ahead of the big parade, and 
with prospects for the Saturday game 
almost certain to be as bad, there was 
a sweeping tide of demand for foot 
covering. Some of the men’s stores 
and some of the women’s, too, were 
almost completely sold out of goloshes 
of any sort, and then rubbers followed. 

The story of business generally has 
been a bit more happy the past week 
when trade picked up enough over the 
preceding week to dispel a part of the 
low spirits. The demand has been 
varied. In some Loop stores light 
colored leathers have been moving, 
especially in the lower priced grades. 
The sale of real alligator in slippers 
and in oxfords continues brisk in the 
better shops, but patent leads by a 
large margin. Oxford types are the 
most popular. Gunmetal calf is also 
selling well and the “T” strap slipper 
seems to be the most favored of the 
patterns. 











tatvon tb you to come amd be entrenced 


ARTCRAFT SHOES 


+ F + STREET 





Selected from Washington, D.C. 





Advises Group Buying 


CeparR Rapips, Iowa (UTPS)—“Shoe 
retailing,” says A. L. Woerderhoff, “is 
reaching the point where the individual 
store will have to seek a buying con- 
tract with a number of other and simi- 
larly situated stores if they are to com- 
— in the popular priced lines.” Mr. 

oerderhoff. is a member of a firm 
which started about five years ago and 
has specialized in the handling of the 
popular priced shoes. They have devel- 
oped a chain of stores in this section, 
all owned and operated from Cedar 
Rapids. 





Arthur Forster Enters 
the Publishing Field 


PHILADELPHIA (UTPS)—The Phila- 
delphia Shoe Retailers Association now 
has a regular, honest-to-goodness illus- 
trated organ, in a snappy little publica- 
tion, written edited, illustrated, pub- 
lished and circulated by Arthur For- 
ster, son of the president of the associa- 
tion. The fact that yo Mr. Forster 
mimeographs the publication instead of 
heving it printed does not detract at all 
from his laurels as a publisher. 

The publication is of eight pages and 
of handy pocket size. Mr. Forster gets 
it out in plenty of time before each 
monthly meeting of the association and 
sees that a copy is mailed to every 
member, previous to the gathering. 
Page one is always illustrated by an 
original drawing by the editor and pub- 
lisher and the attractiveness of the 
little sheet is much enhanced thereby. 
Eventually he hopes to devote more 
time to the nublication, increasing the 
size and number of pages and of having 
it printed instead of mimeographed. 





Sturgis, “Stickler” for Fit 

LonG BeacH, CaL.—Clark Sturgis, 
the popular shoe buyer at Buffum’s, 
Inc., instructs his salesforce to refuse 
to sell a pair of shoes rather than to 
misfit them. Mr. Sturgis succeeded Mr. 
Pearse as buyer of the Buffum’s shoe 
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Selected from Asbury Park, N. J. 





Advises Forcing Tans 


BurraLo (UTPS)—wW. P. Barrett, 
manager of the a Shoe Com- 
pears store in the Ellicott Square 

uilding, is decidedly optimistic con- 
cerning the winter’s business. He in- 
sists, however, that tans must be forced 
more if they are to compare with the 
sales of a year ago. He is of the opin- 
ion that there is a present “flurry” in 
blacks, and that tans may come into 
their own in 30 days. He declares that 
— turn of affairs has happened be- 
ore. 

On the other hand, C. H. Lane, man- 
ager of Fowler’s shoe shop at 395 Main 
Street, expects blacks to carry through 
the winter. He believes that the pub- 
lic appreciates the ease with which 
black shoes are kept clean during the 
season of snow and slush. 


Nathanson with Laird 


PirrssurGH (UTPS)—S. A. Nathan- 
son has succeeded Phil S. Haley as head 
of the advertising and window display 
of the Laird Shoe Company, Oliver and 
Liberty Avenues. Mr. Haley is no 
longer with the concern. 
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Tan Scotch grain wingtip $14.50 


Other styles—imany of them—narrow toes, 
medium soles, or wite-toed brogues in 
heavy grain. 


ity and 
on every pair of Frank Brothers shoes he 
buys. 


Men's Department 
Third Fleor 


FRANK BROTHERS 


Between 47th and 48th Streets, New York 
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Selected from New York City 
























To help you 
make the parents 
remember your store 


Ask for the 


SPORT 





GUARANTEE 
LABEL 


In no class of shoes is unusual Jeather 
value so deeply appreciated as in chil- 
dren’s shoes. 


Hence the great success which SPORT 
WILO has achieved in so many lines of 
juvenile footwear and in thousands of 
retail stores. 


No greater inducement can be offered 
parents to come regularly to you for 
children’s shoes than to give them 
SPORT WILO as the leather. 
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Whenever you buy shoes 
made of SPORT WILO 
with this label attached 
to the tongue, we as man- 
ufacturers of the leather 
will guarantee that the 
uppers of such shoes 
will not break through 
during the wearing out 
of two leather soles. 


Should they do so we 
will replace the old pair 
free of charge. 








Now we offer you in addition a means 
of still further insuring come back cus- 
tomers—the SPORT WILO guarantee 
label. 


It gives parents something by which to 
remember and repeat at your store. 


Just try a few pairs of shoes with the 
label and see how it helps.to permanent- 
ize your Customers. 


C. D. KEPNER LEATHER CO. 
139 South Street, Boston, Mass. 


—BRANCHES— 


231 West Lake Street, Chicago, Ill. 
100 Gold Street, New York 





308 Leather Trades Bldg., St. Louis, Mo. 
200 Davis St., San Francisco, Cal. 
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The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


dn ints ute aang sows e SHANK of the shoe is its vital part. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 


In order to withstand the weight, friction and severe 
PLIT RIVET > : Te 
x gate strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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Boa Constrictor Calf 










Reptile Calf 


for Sport Shoes will be very popular 
this coming season. Of all the larger 
reptiles the Boa Constrictor Snake 
skin lends itself the best for use in 
fine shoe making. The scale is so 
pronounced and shaped that a very 
graceful shoe can be produced. Our 
Boa Constrictor Calf is an exact 
duplication of the Snake. 





BARRETT & CO. 


Leather Manufacturers 


Newark, N. J. 
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Sources of Supply That You Should 
Follow—Weekly Opinions of 


° “We are experi- 
Chicago encing an unusual 
and pleasing volume of future busi- 
ness,” says Theodore Saval, style 
man and designer of the Murphy and 
Saval Shoe Co. of Chicago. “Ac- 
cording to our spring orders, we are 
sure of a very colorful and light- 
colored spring in women’s footwear. 
Our orders for spring delivery point 
to Rose Blush and Parchment as the 
leading shades, with Stone and Gray 
following in the order named. Trim- 
ming leathers such as ‘gingham’ 
and ‘silk’ kids of bright and sharp 
color effects are highly in favor in 
our trade for trimming purposes. 

“Ties seem to be the leading pat- 
tern type, with light and airy strap 
effects next. These strap effects call 
for a wide variety of trimming on 
strap, vamp and quarter, and the un- 
usual is the most preferred in trim- 
ming. We are looking forward to 
a very pleasant season from the de- 
signer’s viewpoint, for we believe 
that women’s footwear will be the 
most attractive ever shown.” 

Production in 


Haverhil the local indus- 


try is still moderate, the seasonal 
slackness continuing. Early revival 
of business, however, is forecast. 
The week finds salesmen in confer- 
ence with factory heads and many 
about to take to their territories. 
Limited spring business is being 
placed, notably among the cheaper 
grade producers. The advance of 
the season further confirms the 
colored kid predictions for the 
spring of 1927. While numerous 
difficulties were encountered in this 
type of production a year ago, the 
shoe men declare themselves better 
prepared for the new season. Tan- 
ners appear to have better antici- 
pated their needs and are giving 
assurances of more ample stocks. 
Reptilians and other fancy grained 
leathers are having general consid- 
eration, factory men finding many 


Leaders of Industry 


new and novel uses for these leath- 
ers. Factory organizations appear 
in excellent condition to take up the 
new season and expect to make bet- 
ter deliveries than ever before. 
Early buying is expected. 


Light Shoes for Spring : 
By Frank J. Bradley 
Bradley & Goodrich Shoe Co., Inc. 


In the prepara- 
tion of our sam- 
ples for the 
spring of 1927 we 
have made care- 
ful analysis of the 
various markets 
of the country, 
and have chosen 
those lasts and 
patterns best 
adapted to their 
relative require- 
ments. The new 
shoes will include light, airy straps; 
pretty pump effects in constrasting 
colors; cut-out and open-work ox- 
fords; and low-front gores. There 
will be generous use of the fancy 
materials, practically all of the in- 
novations in reptilians and the fancy 
embossed leathers being used. These 
will be blended and constrasted with 
colored kid, calf, and ooze. Heel 
heights range in one classification 
from 10/8 to 14/8 while-in after- 
noon and evening wear, heights 
range from 16/8 to 20/8. Toes are 
medium pointed to balloon. 

Special appeal will be made in the 
men’s lines. Several very new shoes 
have been constructed for dancing 
purposes. Samples consist of ox- 
fords in various patterns, side-gores 
and pumps for full-dress. Fancy 
leathers make their appearance in 
our men’s lines. The new colored 
patent and reptilians adapted to 
men’s footwear are a marked fea- 
ture of the spring line. 





Frank J. Bradley 


° ° ¢* Good busi- 
Cincinnati ¢°°°;,°. 
ported by most factories in this 
market, and some manufacturers re- 
port good orders coming in for early 
delivery. Few state they have not 
as yet sent their men in their terri- 
tories, but those that have been on 
the firing line the last two weeks 
have had good results and the out- 
look is very promising. All factories 
will have their representatives in the 
field in-a few days with complete 
lines, centered largely on the new 
light shades of leathers—colored kid, 
parchment kid, blond and grays. 
The gingham kid in fine lines and 
soft colors, gray, brcwn and and tan, 
is strikingly new. It comes from 
abroad and will be featured in bet- 
ter grades. 

The in-stock lines carried by some 
local factories have had a very suc- 
cessful season. The hand-to-mouth 
buying in the last few weeks has 
drawn heavily on stock shoes, and 
some factories have sold out of stock 
numbers. Patents are in the lead as 
heretofore and predictions are they 
will continue in popularity through 
December and January. The Coloni- 
al type is very pronounced. Straps 
and pumps are also very good. Ties 
featured in plainer patterns are sell- 
ing well. All factories were well 
represented at the St. Louis show. 


Rewards for Early Buying 


By Frank Dohoney 
The P. Sullivan Shoe Co. 


The past season has been a very 
satisfactory and profitable one for us 
and for Cincinnati as a whole. Pro- 
duction held up through November 
and will continue through December 
for early demand of spring shoes. 
The decided run on patent leather 
late in the season was very pro- 
nounced and the outlook for spring 
very encouraging. The new colors 
which are being featured have cre- 
ated advance orders in colored kid, 
rose blush and the parchment kids, 
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Manufacturers 
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in all 





parts of the country report that the 


between-season lull has been shorter this year than expected 
and that, while orders in volume are not yet being received for 
0 Spring footwear, they are encouraged to believe that buying 
will be earlier than usual. The Spring style trend in women’s 
shoes seems to be definitely established, at least insofar as 
colors and materials are concerned. This is confirmed, also, 
by tanners who report a largely increased demand for the new 
and lighter shades in colored kids and light weight calfs. 
Patents, are still popular in both black and colors. - 


and the demand thus shown for light 
shades has demonstrated that the 
early buyer will be justly rewarded 
in securing such leathers in advance 
of the rush business that will be sure 
to follow. Following the style show 
in St. Louis, volume orders may be 
looked for, and Cincinnati factories, 
without a doubt, will get their pro- 


portion of this business. 
Factories are work- 


Boston ing on samples for 
spring, many with a view to exhibit- 
ing them at the coming shoe style 
shows, as well as for their sample 
rooms and salesmen. Traveling rep- 
resentatives of these factories are 
working their territories intensively 
for new business. 

The seasonal lull at plants is still 
“on,” although, in many cases, 
whereas last year operatives were 
laid off for full days, this year the 
half-day or part-time schedule is em- 
ployed. Meanwhile, the factories are 
“marking time,” taking orders for 
in-stock goods, putting through or- 
ders that their salesmen are booking 
for immediate delivery, and antici- 
pating with some anxiety the spring 
rush which usually comes immedi- 
ately following the January conven- 
tions and footwear fashion revues. 
Manufacturers interviewed repeat 
again that ordering for spring as 
early as Dec. 1 makes for a more 
satisfactory method of business op- 
eration. 

There seems to be no falling off 
in the novelty leather demand. One 
leather house here reports over 100 
new colors and designs arriving each 
week to meet the demand for “‘some- 
thing different.” In addition to the 


paisleys, opalescents, iridescent ef- 
fects, cherry, parchment and grays, 
there is the new autumn leaf shade 
and the gay plaid grains, also the 
Japanese frog, and mother of pearl 
colors. 


Talk Style as Well as Show It 
By Edric R. Taylor 
MeNichol, Taylor, Inc. 


You’ve got to 
tell them as well 
as show them. 
Take a lesson 
from the movie 
magnates who 
are trying to de- 
velop the vita- 
phone. They 
wish to tell of pic- 
tures to the ears, 
as well as show 
them to the eyes. 

Every shoe clerk ought to be a 
vitaphone. So should every manu- 
facturer and traveling salesman. 
Shoes cannot speak for themselves. 
The finest style, most conspicuously 
displayed, appeals only to the eyes. 
It remains for the salesman to tell 
of that style to the ears. 

There is no such thing as too much 
style. Nor is there any such thing 
as too much talk of style. Style is 
beauty, and beauty is what makes 
life worth living. We have entered 
upon a period of beauty in shoes. 
We designers may create, and manu- 
facturers may make styles that are 
of increasing beauty, but it remains 
for the clerk in the store to tell of 
that beauty to his customers so that 
they may understand it and appreci- 
ate it. I will add the thought that 
if we are to have more beauty in 
shoes we must constantly trim out 
the shoes that are ugly or null and 
void. 

The main idea that I wish to con- 
vey is that salesmen in stores can 
give a mighty impetus to finer styles 
by telling their customers about 





Edric R. Taylor 


styles, so that they will understand 


¢ Early orders 
Milwaukee were by 
the Milwaukee manufacturers from 
the St. Louis show indicate that the 
predictions as to light colors to be 
worn during the spring are correct, 
as one of the firms reporting stated 
that eighty per cent of the orders it 
had received were for light shades in 
ladies’ footwear. They were com- 
posed principally of parchment, 
blond, and gray, in straps and 
pumps. Manufacturers here are 
looking forward to a heavy sale of 
light colors in the men’s shoes also, 
and advance orders from the trade 
call for light tans and Florida 
shades, and the companies anticipate 
that orders for shades of blond will 
start coming in shortly. 

Blacks are being taken in the 
men’s footwear for immediate de- 
livery, to care for the needs through 
the balance of the winter, but style 
shoes are in demand for spring and 
the so-called “doggy” shoes, in light 
colors with fancy eyelets and trim- 
mings, will dominate the market. 
The manufacturing firms report that 
the demand for the black shoes has 
been very strong this season while 
the demand for the tans has fallen 
off. Production in the Milwaukee 
plants is holding up well according 
to the companies, especially in the 
work shoes and children’s footwear, 
both of which are very staple and 


do not fluctuate. Work shoes arein — 


a better condition than they were a 
year ago, and the factories manu- 
facturing them stated that the pro- - 
duction is very good. 

Low shoes are being taken in the 
children's Hines, although some hight 
shoes are going to the trade. Light 
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‘Satin for Smartness Dar breok 
Darbrook for Quality” SilkS 


ae smart new vogue, using two or more blend- 
ing tones of a color, or combining contrasting colors, will 
doubtless create a demand for satin footwear in color har- 
mony with the costume. We are prepared to fill your re- 
quirements for the staple shades—and white—the latter lending 
itself to tinting to-order by the retailer, where his customer 
desires special colors to match the costume. 


And since Black Satin is still the perfect material expression 
of conservative elegance and beauty in footwear—we offer 
Darbrook Black Satins in six standard qualities. 


DARBROOK SHOE SATINS 
and F _ABRICS 


‘Represented by~~ 
W. A. Gallup ~ Cincinnati, Ohio T. F. Leary ~ Boston, Massachusetts 
Henley & McGaghey ~ St. Louis, Missouri D. J. Finn ~ Philadelphia, Pennsylvania 


SCHWARZENBACH, HUBER @& Co. 


478 FOURTH AVENUE at 32nd STREET 
NEW YORK 
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L Lynn styles are shaping 
ynn up for next year. Some 
shops have already started on them. 
It looks as if colors would begin with 
the browns and move up to the 
grays, the Roseblush and Pastel 
Parchment tones, and thence to 
white shoes for summer. Colors 
progress. Notions of trims vary, 
some hoiding to simple trims, like 
delicate pipes and bands, and others 
moving to large designs to procure 
emphatic color contrasts. Trio 
tones, showing three colors in one 
shoe, are in good style. Soft, supple 
leathers, like fine kid or light calf, 
are gaining. A run on blacks, in 
patent and dull finishes, is expected 
sometime before the Easter drive be- 
gins. 

Step-in ties are promising styles. 
They have gores under the ribbon 
laces. This saves clerks the task of 
fastening laces. The fashion of 
wide ribbon laces, by the way, calls 
for an harmonious combination of 
the ribbon of the tie and the leather 
of the shoe. Front straps, often 
called “T” straps, continue in favor. 
Some new models show rather wide 
one-straps. Most any strap pattern 
that looks dainty and novel is sala- 
ble. New designs of D’Orsays are 
in the pattern shops. New business 
in volume for buckle-trimmed shoes 
is predicted for the after-the-over- 
shoe season. More low-heeled welt 
oxfords have appeared lately. Bet- 
ter business in them is expected be- 
fore the winter is over. 

Heels continue quite high on dress 
and semi-dress models. 
clerks may be interested in a theory 
that women take a longer step and 
a different stride, since they have 
come to the common wearing of 
high-heeled shoes. Some high heels 
are emphasized by elaborate trims, 
in combinations of colors, on quar- 
ters. 

Sales” of dress slippers, such as 
those of gold and silver kid and 
brocades, have broken all records 
this year. 


Colored kids for 
Brooklyn the early spring 
season win by a wide majority in the 
Brooklyn shoe factories. Orders 
that have been booked for January 
and February delivery call mainly 
for light-colored kids, with Rose- 
blush, Gray and Pastel Parchment 
as the leading shades. More gray 
is being bought for early selling 
than usual. Some of the Brooklyn 
producers are enthusiastic over the 
gray outlook, while others, backing 
up their arguments with the experi- 
ence of former years, assert that 


Fitting 


gray will not‘run into large volume. 

So far as patterns are concerned, 
there is a definite trend in the 
higher-grade factories toward 
plainer models. While some trim- 
ming is wanted, it has been relegated 
to very light pipings or strappings. 
In many places all trimming has 
been taken off the vamps, and is held 
down to neat decorations on the 
quarters and, in some cases, the 
heels. Light, airy patterns, mainly 
strap effects, both the neat, thin, 
one-strap and the T strap are leading 
at present. Some orders have been 
placed for one-eyelet ties and for ox- 
fords. The latter, however, are not 
expected to figure strongly in spring 
selling. 

Some patent leather is still being 
cut, as is also black and brown ooze, 
but shoes of these materials are be- 
ing rushed for December selling. 


Don’t Rush Colors Too 
Quickly 


By Jack Abowitz, 
of Lax & Abowitz 


= All indications 
point to a colorful 
spring season in 
footwear, and if 
the manufac- 
turers of the 
country handle 
the situation 
. properly, color 
will make a good 
profit for every- 
body concerned 
But there is dan- 
ger in the situation. If the manu- 
facturers of the cheaper grades of 
shoes do not rush their color produc- 
tion too quickly this danger can be 
avoided. If the production of light- 
colored footwear is speeded up now 
and the retailers are loaded with 
light-colored shoes too early, the col- 
orful season will be shortened un- 
duly. If colors are lightened gradu- 
ally, the season for colors can be ex- 
tended a month or two longer than 
would otherwise be the case. 
From the way- things are going 





Jack Abowitz 


March, but after that it would be 
foolish to make a prediction. 


Brockton Most of the fac- 


tories in the 
city have resumed 
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Prospects are bright for the new 
runs, although salesmen are reporte: 
ing conditions through the country” 
“spotty.” 

One-strap and one and two-eyelet 
ties, with a strong leaning to pumps, 
sum up the popular call to date in 
women’s lines. Heels will continue 
to be high and the short vamp will 
be seen in many shoes, according to 
the preponderance of orders coming 
into some of the larger factories. 
Genuine reptiles will see a good de- 
mand, and two-tones in tans will be 
popular, particularly in light browns 
with rose-tinted parchment in com- 
bination. Pumps will be. more 
decorative than in other years. Gray 
will be popular, too. 

In men’s lines, tans of very light 
shades will rule, and there is likely 
to be some call for grays, bucks and 
light Russian grains. Toes will be 
a bit more rounded and the higher 
arch will be more conspicuous, al- 
though the present trend sees the 
“doggy” last still a popular favorite. 


How to Get More Business 
By Walter Rapp 
Rapp Leather Co. 

The lull Brockton has experienced 
in the past few years is directly 
traceable, in my belief, to the failure 
of the manufacturers to come to a 
quicker realization that since the 
close of the war there has been a 
demand for a shoe nearer to the price 
asked for footwear before the great 
conflict started. Most of our manu- 
facturers, due to war conditions, 
jumped to $10 and $12 shoes, and a 
good many of them have sold their 
product, well worth the money, 
around that price, while the great 
countrywide demand has been for 
something cheaper. The West, I be- 
lieve, has realized this fact, and they 
have picked up a lot of business we 
ought to have had. : 
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The “Bete Tree” The “Pack-flat Tree” 
(Ventilated) (Ventilated) 





The type of tree preferred by men. This tree is popular with both men 
It ia easily adjusted. A turn to the and women. It is extremely light 
right and the shoe is forced into its and, as the name implies, can be 






natural shape; a turn to the left and packed flat, making it convenient and 
the tree is easily removed. desirable, especially for travelers. 
The adjustment is simple and efficient. 






Two of the finest “extra service” fea- 
tures which every shoe store can 
handle are illustrated on this 

page. Miller trees and Cordo- 

Hyde laces. 













Any manufacturer will equip 
your shoes with Cordo-Hyde 
—the lace that looks like 
leather but wears better and 
ties easier. 








O. A. MILLER‘ TREEING MACHINE COMPANY 


Shoe Tree Division Brockton, Mass. 
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New Englanders Are Out to 
Break Records at Convention 


Big Contingent Expected to 
Attend Chicago Get- 
Together with N. S. R. A. 
Members 


_ HAVERHILL—An energetic campaign 
is being waged by Everett Bradley of 
the Bradley Shoe Co., this city, among 
the shoe men all over New England for 
a record Chicago invasion on the occa- 
sion of the N. S. R. A. convention in 
January. 

Mr. Bradley is again chairman of 
the New England contingent and is en- 
listing the interest of the leaders of 
the shoe and allied industry for a big 
“New England drive.” 

The impact with which the New 
Englanders struck the 1926 convention 
in the “Windy City” has not been for- 
gotten by the trade, and the “On-to- 
Chicago” committee is out to repeat 
=< dominate the convention if pos- 
sible. 





To Teach Safety in 
the Tanning Industry 


MILWAUKEE, WIis.—The tanning in- 
dustry of Milwaukee has again been al- 
lotted a separate section jointly with 
the packing industry in the seventh an- 
nual Milwaukee Foremen’s Safety 
school which started its courses at the 
Milwaukee auditorium, Dec. 8, under 
the direction of the Milwaukee Associa- 
tion of Commerce. The boot and shoe 
industry is grouped under the all-trades 
section, which is intended for all trade 
groups for which provision is not other- 
wise made. All foremen, their assist- 
ants, superintendents, safety supervis- 
ors, and others who may be designated 
from the tanning and boot and shoe 
industries will attend the special sec- 
tional meetings once each month and 
also the general sessions of the school 
which are to be held on the same nights, 
following the sectional meetings. 

Fred Schwarze of the Pfister and 
Vogel Leather Co., is chairman of the 
Packers and Tanners section of the 
school, and other representatives of the 
tanning industry on the committee in 
charge of the section are Kenneth R. 
Dunlap of the A. F. Gallun & Sons 
tannery; Erwin A. Seidel, Albert Tros- 
tel & Sons Co., and C. C. Nicolai of the 
C. Anstedt Leather Co. Charles Bind- 
rich of the Phoenix Hosiery Co., is 
chairman of the All-Trades section. 





Golden Wedding 


Boston—John Henry Connor, vice- 
president of the United Shoe Machin- 
ery Corporation, celebrated his fiftieth 
wedding anniversary on Wednesday, 
Nov. 30. The big event was licld at the 
Algonquin Club here, and about 140 
friends were present. Mr. Connor was 
born in Cha : Mass., in 1854. 
His “better-half,” Ella Frances Benson, 
was born in Londonderry, N. H., in the 
same year—1854, 











Corcoran Plans New Plant 


BrRocKTON—-The good- offices of the 
Boost Brockton committee have brought 
together union officials and the J. F. 
Corcoran Shoe Co., with the result that 
a satisfactory wage list has been prac- 
tically agreed upon whereby operations 
soon will be started by the concern on 
the manufacture of a cheap grade of 
shoe in a new plant. The Corcoran 
company has obtained two floors of a 
plant at Montello where it plans to con- 
solidate all its Hanover business for- 
merly conducted in a plant shut down 
two weeks ago, and in its Brockton 
plant, formerly situated on Court 
Street. Just as soon as final agreements 
are reached, the work of fitting up the 
new factory and moving material will 
be started. 





“Queen Quality” In-Stock 
Branch Opens in Atlanta 


ATLANTA, Ga. (UTPS) — Atlanta, 
one of the leading Queen Quilty re- 
tail centers, is now a wholesale dis- 
tributing point as well. The new in- 
stock branch, which opened Dec, 1, ren- 
ders a service in distribution closer to 
the trade of this section than ever in 
point of time and style. 

This new in-stock branch is in charge 
of Fred E. Thomas, whose long ex- 
perience~ and intimate knowledge of 
requirements have made him well 
known throughout the territory. Also, 
a special Atlanta in-stock catalog has 
recently been issued. 

The new Queen Quality distributing 
branch is conveniently located at 41 
South Forsyth Street, two blocks from 
the Terminal Station, and but’a short 
walk from M. Rich & Bros., one of 
America’s test retail institutions, 
where the Queen Quality shoe depart- 
ment has served the women of Atlanta 
and vicinity for nearly a generation. 

In addition to the new Atlanta in- 
stock facilities, the Thomas G. Plant 
Co. maintains a large distributing 
branch in New York City and general 
in-stock headquarters at the factory 
in Boston. 


Moss-Seamans Turns Now 
Made in Newburyport Plant 


NEWBURYPORT—A very important ad- 
dition to the local shoe industry has 
been made in the removal of the turn 
sackets Se the Moss-Seamans Shoe Co. 
from Haverhill to this city. The 
ing and packing departments of 
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Bankruptcy Case Decision 
Is Won by International 


MILWAUKEE, Wis.—The Wisconsin 
supreme court recently gave a decision 
in the case of the International Shoe 
Co., against Stanley Taranowski, re- 
garding the bankruptcy laws of Wis- 
consin which is of wide scope, holding 
that circuit courts have no jurisdiction 
in the discharge of voluntary petitions 
in bankruptcy. The decision affects 
hundreds of Wisconsin persons who 
have made voluntary petitions since 
1889. 

The case in question was taken to 
the supreme court by attorneys for the 
International company, creditors of 
Taranowski at the time of his assign- 
ment. Judge John J. Gregory of Mil- 
waukee, after Taranowski had made the 
assignment for the benefit of his credi- 
tors, overruled the objection of the 
International company to the discharge 
of the assignment upon Taranowski’s 
pro rata settlement with the creditors. 

The supreme court held that the law 
of 1889 whereby hundreds of persons 
had made voluntary assignments and 
were subsequently discharged by cir- 
cuit court judges, conflicted with the 
federal bankruptcy act of 1898. Circuit 
courts have the power to receive volun- 
tary petitions in bankruptcy, according 
to the supreme court but they have no 
power to discharge them. As a result 
of the recent decision, creditors of the 
numerous bankruptcy petitioners in the 
state still have recourse and may — 
suits against the petitioners for the f 
amount of their claims. 





Francis B. Dougherty, 
Shoe Manufacturer, Dies 


New York—Francis B. Dougherty, 
connected prominently with the shoe 
manufacturing industry for 40 years, 
died last week at his home, 1722 Caton 
Avenue. He was for many.years sup- 
erintendent of the Rickard Shoe Com- 
age! of Haverhill, Mass.. and recently 
n charge of the I. Miller Company 

lant of Brooklyn. He was born in 

ittsburgh, Pa., and was educated in 
Philadelphia, where he lived for many 
years. 

He is survived by his wife, Mrs. Mary 
E. McAvoy Dougherty; two sons, Fran- 
cis B., Jr., and Allan P.; three daugh- 
ters, Mrs. V. Frappier, Mrs. B. F. 
Bingham and Miss Cecile Dougherty, 
and three sisters. 


Butman Visits Haverhill | 


HaverHILL—Chief Arthur B. But- 
man of the Shoe and Leather division 
of the U. S. of 
was a visitor 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 
A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 


operation. Nem Stics in Shop —_ the way to better trade and pres- 
For fifteen years we have been “active stvies and = tig. “Write for a copy, today. 


American Seating (Gmpany 


1016 Lytton Bldg., 


Branch Offices: Philadelphia: R. 703-1211 Chestnut Street 


New York: R. 601-119 W. 40th St. Boston: R. 302-69 Canal St. 
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Haverhill Men in St. Louis 


HAVERHILL—The local industry was 
represented in the St. Louis market 
during the'period of the third annual 
Pageant of Footwear Fashions by over 
a score of shoe men. The delegation 
was headed by Myer T. Ornsteen, presi- 
dent of the Haverhill Shoe Manufactur- 
ers’ Association. The industry is. also 
planning a heavy representation at the 
N. S. R. A. convention in Chicago in 
January. Local interest. is especially 
high in the Chicago event, Everett 
Bradley of the Bradley-Goodrich Shoe 
Co., Inc., being the head of the New 
England delegation now assembling for 
the middle western invasion. 





Welfare Society Formed by 
Harsh & Chapline Employes 


MILWAUKEE, W1s.—Employees of the 
Harsh & Chapline Shoe Co., Milwau- 
kee, have organized a welfare organi- 
zation among themselves for the pur- 
pose of aiding employees who may need 
financial assistance in time of illness. 
It will give and loan money to em- 
ployees in need. Officers elected by the 
employees are Max Krautschneider, 
president; Henry Johnson, vice-presi- 
dent; A. Arthur Lampe, treasurer, and 
Frank Lena, employment manager for 
the company, secretary. 

Attendance at the organization meet- 
ing of the club exceeded all expecta- 
tions as there were about 1200 em- 
ployees present. Speakers at the meet- 
ing were George P. Utley, Mr. Lena, 
and S. H. Higgitt, chief engineer of the 
firm, who acted as chairman. Follow- 
ing the business meeting, entertainment 
was provided by employees of the com- 
pany and a dance ensued. Other so- 
cial affairs will be given and a Christ- 
mas- party is already being arranged. 





Lawrence Co. to Liquidate 


LAWRENCE—The Alfred Kimball Shoe 
Co., one of the pioneers in the New 
England shoe industry, is about to close 
its doors and liquidate its business. 
The firm has been identified with the 
manufacture of men’s and boys’ shoes 
for nearly a half century. The founder 
of the firm, Alfred Kimball, was for- 
merly of Haverhill, where he was for 
many years é in business under 
the name, Kim Bros. Shoe Co., his 
brother, Warren Kimball, being asso- 
ciated with him at that time. The pres- 
ent business was located first in Kenne- 
bunk, Me., and was later moved, in the 
late eighties, to Lawrence. 


Best-Ever Stages Party 


New York—A welcome relief from 
the strain occasioned by the rush of the 
past few months was afforded the 
entire organization of the Best-Ever 
— Co., Ine., of Brooklyn, on Sat- 
u , Nov. 20. 

This relief took the form of a 





Thanksgiving Party held on the com- 
pany’s at 75 Front Street. 
Practically the entire force, with their 


families and friends, were present. Ex- 

“Dancing was, of > chief 
course, 

source entertainment. Several of 


Harry Vinsonhaler Joins 
Hamilton-Brown Shoe Co. 


Sr. Lovuis— 
Harry. Vinson- 
haler, who for a 
great many years 
has been con- 
nected with the 
manufacture and 
styling of fash- 
ionable footwear 
for women, is 
now connected 
with the Hamil- 
ton- Brown Shoe 
Company. When 

aiilian a representative 
edie * of the RECORDER 
asked Harry to tell him all about it, 
he said: 

“Tell my friends I am very happy in 
my new position, and am now in a 
position to do more for them than I 
ever could before. The Sunlight fac- 
tory is the largest and best equipped 
women’s shoe factory I have ever seen, 
with a large line of lasts and patterns, 
and can build shoes at a price in good 
grades. With the cooperation I will 
have from the Hamilton-Brown organ- 
ization, the future looks unusually 
bright for me.” 








New Box Toe Factory 


Boston—A new factory is being 
built on Grove Street, East Watertown, 
Mass., by the Arden Box Toe Co., 
manufacturer of “Tip Tite” felt and 
cork box toes, which, when completed, 
will enable the firm to about double its 
present capacity. The new plant, 
which will be most modern in every 
respect, will be operated in addition 
to the firm’s main factory in Water- 
town, and when completed will allow 
of a daily production capacity in the 
concern’s combi plants of about 
200,000 pairs of box toes. 

This firm is now marketing a new 
cork box toe for which it is claimed 
that it lasts very easily and without 
danger of breakage, and that it has 
a patented rubber coating on the upper 
and lower sides which, when the toe 
is slightly heated, will cause the coat- 
ings to adhere to the tip and toe lining. 
and thereby hold them permanently. 





Huckins & Temple Adopt 
Twelve-Pair Rack System 


In order to expedite service to their 
customers, a feature in which they 
specialize, Huckins & Temple, Inc., 
makers of Knox shoes for men at Mil- 
ay Mass., have adopted the twelve- 

r rack system. 

The operation of this system natu- 
rally speeds up factory operation, since 
a rack of twelve pairs can be 
from one operator to another much 
more quickly than a rack of twenty- 
four pairs, and tends to also increase 

of workmanshi 


? 














Howard & Foster Resume 


BROCKTON — Production has _ been 
started at the Howard & Foster Co., 
Inc., factory following its reorganiza- 
tion a few weeks ago, and an output of 
from 400 to 500 pairs a day is being 
turned out, All the hands laid off some 
weeks ago when an indefinite suspen- 
sion was announced, have been reem- 
ployed. The company has good pros- 
pects for a Spring run. 





Frank X. Hagerty, Former 
Manufacturer, Is Dead 


PHILADELPHIA (UTPS) — Frank X. 
Hagerty, a retired shoe manufacturer, 
in former years well known in the 
trade, is dead at the age of 70, after a 
long illness. Mr. Hagerty was a native 
of Philadelphia and for many years 
conducted a retail shoe store and later 
opened a shoe manufacturing plant on 
Fourth Street. During the World War, 
previous to which he had retired from 
active business, he got into harness 
again and was an inspector of shoes 
for the government. 

Mr. Hagerty at one time was active 
in Democratic politics here and a mem- 
ber of the 34th ward committee. He 
was a member of the Ancient Order of 
Hibernians, Elks and Foresters of 
America. His widow, Mrs. Fannie M. 
Hagerty, two sons and three daughters, 
survive him. Funeral services, held at 
the Church of Our Mother of Sorrows, 
were largely attended and burial fol- 
lowed in Cathedral cemetery. 





Now E. Nowak, Ine. 


Boston—The kid leather house of 
Henwood & Nowak, doing business 
here for the past nine or ten Rarer 
has dissolved partnership. E. Nowak 
has incorporated his business as E. 
Nowak, Inc., with headquarters at 173 
South Street, Boston. . D. Henwood 
has not announced his future 
plans. C. L. ae 
for Henwood & Nowak for the past five 
years, now represents E. Nowak, Inc. 


Tomahawk Plant Sold 


erate it shortly after Jan. 1. The fac- 
tory has been idle for some time, and 
the Wausau company will equip it with 
the most modern s manufacturing 


machinery. It is planned to 
ture youths’ shoes at the new plant. 
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Dealers will do a big busi- 
ness on buckles this month. 
Victory Holders will help 
make sales. Write for name 
of nearest Jobber. 
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5 Improved Victory HoLpEr 

A 

2) 

= Note the change in clamp con- 

2 struction. Pressure of knob bs 
> over the hole makes this new Sesesssses = oe oA 








holder fit vamp very tightly giv- 
ing a rivet effect. 






ATTACHING HOLDER 
TO BUCKLE 
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* 
Victory !! 
The continued demand for buckles makes this Victory holder an essential part of every dealers 
stock. With this holder an opera pump can be adorned with a buckle by a simple twist of 
the wrist and extra sales made. Many retailers use these holders for window display purposes; 
they do not mar the pump yet make an excellent effect with a pretty buckle. 


Jobbers should write for prices. We will prosecute those who infringe on this patent. 


FLEMING & KEEVERS CO., Inc. Manufacturers at NORTHAMPTON, MASS. 
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ANNOUNCES THE EXHIBITION OF THE ENTIRE LINE OF 


Domestic and Imported Novelties in Footwear 
AT THE N. S. R. A. CONVENTION 
Jan. 4-5-6-7th, 1927 


IN SUITE 265-267, HOTEL SHERMAN, AND OUR 
SHOWROOM, 1632 REPUBLIC BLDG., CHICAGO, ILL. 


‘ i Our years of experience in 

We are the originators and hing Neobiied déecs thsete 
the world’s foremost makers . 

the satisfaction of your 


of the famous Sandala cuslomers: and your peefie 


GOLO SLIPPER COMPANY 


Main Office Branch Sales Office 
129 DUANE STREET 1634-1635 REPUBLIC BLDG. 
NEW YORK CHICAGO, ILL. 
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P. J. Watson covers Greater New 
York and big N. E. cities for E. P. 
Reed & Co. 





Walter B. Yost covers Md., Del., 
N. J., “Philly” and vicinity for 
Thomson-Crooker Co. 





Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
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C. E. Verburg, who covers Michi- 
gan for F. M. Hoyt Shoe Co., 
Manchester, N. H. 


They Carry Shoes and Merchandising Ideas into Every Town 


in the Nation 


BY HELEN M. HANEY 


J. (“Don”) Gillespie, formerly far as Southernmost Florida, for above-mentioned territory which he 


@ with Lape & Adler Co., and 
for many years with the M. N. 
Arnold Shoe Co., and the Watson 
Shoe Co., recently joined the sales- 
force of the George B. Leavitt Co., 
of Farmington, N. H., and is cover- 
ing New England and New York. 
Mr. Gillespie has a host of friends 
in this territory which he has cov- 
ered for-many years. 


N a recent issue of Matrix Im- 

pressions, the many friends of 
P. J. Watson read with much pleas- 
ure the following statement—‘“P. J. 
Watson sells more women’s shoes 
than any other salesman, according 
to the records of the National Boot 
and Shoe Manufacturers’ Associa- 
tion.” When W. D. F. Gilson was 
forced to retire from active selling 
to handle his duties as Vice-Presi- 
dent, sales and styles director, he 
was succeeded in his territory of 
Greater New York, and the larger 
cities in New England, by Mr. Wat- 
son. Prior to his association with 
E. P: Reed & Co., Mr. Watson was for 
twenty years New York manager and 


the Lounsbury-Mathewson Co. Mr. 
Watson surely has won the confidence 
of a long list of friend-customers. 


ONGRATULATIONS to The 

National Shoe Traveler. The 
December number appears, printed 
on coated stock, with the front page 
made more attractive by a splendid 
picture of the presentation of Policy 
No. 1 in the N. S. T. A. Group Life 
Insurance to Charles W. Morrill, 
Chairman of the Insurance Commit- 
tee. Other “highlights” of the news 
are told in an interesting manner. 
National Secretary T. A. Delany is 
etitor of this bright little sheet. 





ALTER B. YOST has recently 

joined the Thomson-Crooker 
Co.’s salesforce and is now covering 
the big trade in his “old bailiwick” 
of Maryland, Delaware, New Jersey, 
Philadelphia, and vicinity with spe- 
cial attention to the well-known 
Thomson-Crooker Arch Support line. 
He will make his headquarters at the 
St. James Hotel, Philadelphia. Mr. 


has covered for the past twenty 
years, 





E. VERBURG represents the 
e@ F. M. Hoyt Shoe Co. in Michi- 
gan. Mr. Verburg has traveled this 
territory for fifteen years. In 1912 
and 1913, as representative for the 
A. H. Berry Shoe Co. of Portland; 
in 1913-1918, for The Grand Rapids 
Shoe & Rubber Co.; in 1918-1926, for 
the Selz-Schwag Shoe Co. of Chicago 
And so it is logical to say that dur- 
ing these fifteen years, Mr. Verburg 
has become thoroughly acquainted 
with all of the retail shoe merchants 
in that big State. He is still “stick- 
ing close” to Michigan, and is mak- 
ing an exceptionally fine record this 
season for the F. M. Hoyt Shoe Co. 





ATIONAL SECRETARY 
DELANY asks that all per 
capita taxes for 1926 be sent to him 
by Dec. 15 so that the National 


z 
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: names of all delegates and proxies, _ 
salesman in the territory South as Yost has a host of friends in the properly attested to as 
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Veestige 














Edinburgh Castle 
Scotland 





The “Argyle” 


ROM its commanding position old Edin- 

burgh Castle looks benignly down upon 

the ancient Scottish city. What an im- 
portant part it has played in the history of that 
kingdom—how completely it is linked with every- 
thing Scottish—and it still stands as an inspira- 
tion to all! What Prestige emanates from this 
stronghold! 


A commanding position in the shoe industry is 
occupied by the EDWIN CLAPP SHOE. In 
the development of Quality in shoemaking, it has 
played an all-important part; and the high prin- 
ciples of its founder are still an inspiration to all. 
Its Prestige is acknowledged throughout the 
industry. 


Highest Grade Only 
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Charles Auer covers big cities of 


. Va., N. J. and East for 
Cahill Shoe Co. 


Penn., 
vote, should be sent to the National 
office prior to Dec. 23. He also asks 
that the names, ages, and 1926 death 
dates of members be sent to the 
National office by Dec. 15. 


DWARD B. LEWIS, better 

known to his friends as “Ned,” 
died at his home in Swampscott, 
Mass., Nov. 16, 1926. Mr. Lewis 
had made many friends as repre- 
sentative of the Davis Shoe Company 
of Lynn with which line he had been 
associated for the past five years. 
He covered most of the country east 
of the Rocky Mountains. His 
straightforward business methods 
and genial disposition will be long 
remembered by those with whom he 
came in contact. Mr. Lewis leaves 
a widow and daughter. 


HARLES AUER, star salesman 

for The Cahili Shoe Company, 
Cincinnati, makers of “Cahill’s 
Catchy Creations,” is now out with 
his new line, traveling the large cities 
in Pennsylvania, West Virginia, New 
Jersey and the East. Charlie expects 
to be “on the go right up” to the 
first of February. 


HE Boston Shoe Travelers Asso- 

ciation will hold its annual meet- 
ing at the Essex Hotel, on Satur- 
day noon, Dec. 18, at 12.30 o’clock. 
At this meeting the election of officers 
and of delegates to the N. S. T. A. 
Convention at Chicago will take 
place, nominations coming from the 
floor. 








Jim Carroll Heads Ault-Williamson 
Sales Force 


Jim Carroll, whe “hails” from Atlantic 
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William (“Big Bill”) Sobel, sales 
manager of The Bond Shoe Co. 
with headquarters in New York 


Arthur L. Evans, of the Shoe Re- 
tailer. 


ILL SOBEL, formerly represent- 
Rogers Bros. of Boston, in the 
Southland, is now sales manager of 
the Bond Shoe Co., and will make his 
headquarters in New York. He 
succeeds Fred Curtis, who resigned 
to accept the sales management of 
the Thomas G. Plant wholesale shoe 
department on Duane Street of “The 
Big Metropolis.” 


M. HESS covers Baltimore and 

e@ the States of Pennsylvania, New 

York and North Carolina for the 

Bettman-Dunlap Unit of the L. A. 

Crossett Co. of North Abington, 

Mass. His headquarters are in Balti- 
more. 
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“SPRING-STEP" 
-the new Arch Cushion 












REG. U.S. PAT. OFF. 


Expert coaches designed it. The great- 
est players have tested and approved it. 
Dealers are boosting it. Only out a few 
months and already a pronounced suc- 
cess. That’s the new Spring-Step, the 
latest addition to the line of indoor 
athletic Keds. 













NON-SLIP SOLE 


Ask the Keds salesman to show you a 
sample of the Spring-Step. You will 
find that this new style will attract the 
basketball trade and will build up 
your profits. 


United States Rubber Company 
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Rubber 
Shoes Sell 
Well in a 


Christmas 


Footwear 


Wardrobe 


Group Gaiters, Gym 
Shoes and Slippers 


’Round Holiday Trims 
Combination Sales 
Move More Pairs Profitably 


RISTMAS is only two weeks 
( away! If you have not yet 
made a consumer appeal for a 
big rubber business through special 
windows and newspaper ads, there 
is not a moment to be lost. The 
window presented herewith gives an 
idea for an artistic trim of a practi- 
cal nature—it features the Christ- 
mas holiday gift combination idea as 
it relates to selling more pairs of 
rubber boots, gaiters, rubbers, ten- 
nis shoes, and slippers. If you have 
not enough display space to give an 
entire window to these “Three Mus- 
keteers” of good business to fight 
the winning fight of selling more 
pairs for you, why not divide your 
window into sections and devote one 
of those sections to an exclusive 
showing of gaiters, gym shoes and 
felt slippers as a combination sale, 
or as a Christmas Gift Footwear 
Wardrobe suggestion? 


CARD placed in this window 
ight read “Save a Dollar by 
Buying These Three Pairs To- 
gether.” Underneath this wording, 
and on the same card, might he 
printed - “Overshoes, $——; Felt 
Slippers, $——-; Gym Shoes, $——.” 
(We are leaving the price column 
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blank for filling in to suit the indi- 
vidual wishes of the - merchant.) 
“This is the price if you buy ’em 
separately. If you buy ’em together, 
as a Christmas Gift Footwear Ward- 
robe, they will cost you only $——. 
By giving this combination gift, you 
Get a Dollar, for a Dollar Saved is as 
Good as a Dollar Earned. We can 
make up other attractive and prac- 
tical combination Christmas Gift 


Try This in Your Newspaper 


& Comfort. and 
Protection 


(Gut of gitt hold- 
ing slate marked 
“Shoes.’’) 


Pistia torino 















bee of. boy holding 
te Feat “Rub- 
3.”” 


Children must have the protec- 
tion and comfort of perfectly 
fitted shoes—and also the protec- 
tion of good and perfectly fitted 
rubbers, or gaiters, now that win- 
ter snows are due. Buy both at 
one and save time, and doctor’s 


(Description and Prices) 
(Description and Prices) 
(Description and Prices) 


(Cut of rubber shoe) (Out of shoe) 


) (STORE NAME HERE) 
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This Christmas gift window suggestion is made more realistic by a -fir 
or hemlock tree, holly boughs and berries, silver ribbon “icicles;” a 
silvered frame around an oval panel of red, and all against a red draped 

background 


BE DE DE DE DE DE SAE PE DE 





Footwear Wardrobes for you, in 
connection with rubber shoes—all 
resulting to the advantage of your 
pocketbook. Ask to see our Rubber 
Shoe Combination featuring four 
numbers—overshoes, shoes for busi- 
ness, party shoes, and hosiery. The 
more items which you choose for 
your Christmas Gift Footwear 
Wardrobe the greater will be the 
proportionate saving.” 


A Correction 


N the RecorpDER’s Rubber letter 

of Nov. 20 we stated in our de- 
scription of “The Grip Sure” line of 
the Beacon Falls Rubber Shoe Co.: 

“*The Grip Sure’ is its name to 
the export trade; it is sold as the 
United States ‘Royal Tread’ to the 
domestic trade.” ‘This statement is 
incorrect; “Grip Sure” is the Beacon 
Falls Rubber Shoe Co.’s name for 
both export and domestic trade; the 
“Grip Sure” has no connection with 
the “Royal Tread,” manufactured by 
the United States Rubber Co. 


F 
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IMPORTED ENGLISH 


FIELD BOOTS 


IN STOCK 


The hunting season is here 
and there is a_ profitable 
market for this fine boot. 


It is British made. Full 
leather lined with stout first 
quality double sole and are 
easy fitting and of distin- 
guished style. 


















No. B-2780 
$13.00 Per Pair 


COLT CROMWELL 
Cco., INC. 


596 BROADWAY 
NEW YORK, N. Y. 


Write for catalog 
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A’ beautiful Boudoir Slipper 
sells easily and profitably, The 
most exclusive shops sell Greeley 
Boudoirs for this reason. None 
are made better or of finer ma- 
terials. None have more style— 
few as much. We would 
like to send you samples 
and prices. 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 


Che Breakers 







































ATLANTIC CITY 
Preferred—in Winter and all seasons—by 
those who know and want the best . . . either 


upon the American or European plan . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 

JULIAN A. HILLMAN, V.-President 


























IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 



















BOX TOES 
618 BLACK KID 
Women’s 2% to 8 $2.80 
Child’s 6 to 11 


No. 608 
PINK SATIN 


Women’s 2% to8 $3.40 
Misses’ 11% to2 3.85 
Child’s 6 to 11 3.30 


a e a 
ba OO a SHOE PIFG 
1725 55 No. Street P| iladelt 


ERAAAAAAAAAAAAAALAALS 


78.08 MARK REO UY & P47. OF FICE 


Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 
In-Stock 


Berxshires genuine aSees Se, EY MA, ee Oat 
quality materials. fer sopeesiative 


BERKSHIRE €::s2.. Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Oat. 
100% PROFIT | 


A big percentage of your customers need arch 
supports. You can make a handsome profit selling— 


Mayer’s Corkushion cArch Supports 
Guaranteed to od wo quusbiy ieee foot and leg 
fallen arches” or 




























insuring . 
free action. Quickly 
able to any 








Write for iNustrated, descriptive folder showing how you 
appropria’ thoes andre pretike wttheus aadiedaasans Geamae: 


MAYER ARCH SUPPORT COMPANY 
1809 Center Street Milwaukee, Wisconsin 
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sordid, pessimistic thinking, but it 
is a true composite picture, gleaned 
by contact-with many stores in many 
States. 


ERCHANDISING methods 
have changed, but these old es- 
tablished stores have not changed 
with the times. False pride, coupled 
with a downright refusal to face the 
facts, are the chief indictments. 
Under false pride may be listed too 
large a store, too large a stock, a too 
numerous expensive store organiza- 
tion, too many calls on the proprie- 
tor’s time from outside interests. 
Now to cite instances: One store 
in a well-to-do community has oc- 
cupied a large, roomy store for a 
number of years which has shelf 
room for fifteen thousand pairs of 
shoes, slippers and rubbers that go 
to make up a complete stock in a 
good family shoe store. A high 
grade store, the rent of which was 
$150 a month ten years ago. Then 
the gross sales were around $65,000. 
This year of grace the same room 
demands a rental of $450 every 
month right on the barrel head, but 
the gross sales have only increased 
to $75,000. Every solitary expense 


BOOT AND SHOE RECORDER 


What Method Profits Most? 


[CONTINUED FROM PAGE 45] 


has increased in nearly a like pro- 
portion to the rent. Net profits 
have not increased in the same ratio, 
but have decreased for this reason. 
In 1916 there were many staple 
styles, especially in men’s shoes. A 
number of conservative high grade 
lines were carried; today practically 
the same lines are carried. These 
good standards turned about once or 
twice a year then, but do not average 
one-fourth to one-half times now. 
Obviously, they should be either 
thrown out entirely or else restricted 
to a skeleton run of sizes on one 
shoe. Here is where pride gets the 
better of good judgment. 


HE store itself is an ark of a 
place, generally gloomy. Pride 
will not allow the owner to run a par- 
tition down the middle of the store, 
put a beauty parlor in the rear, sub- 
let a portion to a millinary concern, 
or any of those. known ways of 
easing up on the rent proposition. 
Stocks are full of dead. wood, 
caused by two things—carrying 
lines from a supposedly prestige 
point of view and hanging onto 
styles too long, not sensing that 
these styles are going out, so clean- 





New Store in Buffalo 


BuFrraLo (UTPS) — Ellsworth-Seif- 
ert, Inc., announced the cpening of a 
new store at 2167 Seneca Street on 
Tuesday, Nov. 23. The firm will carry 
a complete line of shoes, oxfords, and 
rubber goods for men, women and chil- 
dren, carrying these well-known 
brands: Florsheim shoes for men, Wil- 
ber Coons Arch Fitters and stylish 
stout out sizes for women, —— 
novelties, Thorogood line of children’ 
and misses’ shoes, U. S., Hood, and 
Ball Brand rubbers. 


Combine Hats and Shoes 


DENVER—Two Denver retail mer- 
chants—John T. Doyle, who formerly 
operated a hat store in this city, and 
Joe Weiner, well known shoe merchant 
—have joined forces and have rented a 
store at 718 Fiftee Street, 


Color Sells Colonials 


Boston—E. Roy Smith, buyer at 
Jordan, Marsh Co's shoe department, 


hae erent Geen cate lather 
an attrac- 
tive aalne-aale tae a filler for the 


buckle of rated sa’ 





A Popular Shoe Buyer 





ing up while the cleaning up-is good. 
If a line cannot make money for the 
house, why should it be carried at 
all? 


OME owners seem to feel that the 

dignity of the store must be main- 
tained by a staff of employees that 
in reality is not justified by the 
amount of business done. Many of 
the old type of merchants, who find 
it hard to keep up with the rapid 
style change of today, might do well 
to study the methods of some of 
the youngsters in the business. 
These younger, successful merchants 
are hard-boiled. They have no rev- 
erential awe for names—as names. 
If a line is well known and they can 
make money by selling it, well and 
good; if not, out it goes. At their 
start most of their financial re- 
sources were somewhat limited. 
They knew that to stay in business 
they must make money by selling 
shoes at a profit. They knew that 
there was no money in shoes on the 
shelf. The shoes must be on the feet 
of satisfied customers and the money 
in the bank, not on the books. 





store of Lowell, Mass., to the Fox con- 
cern, at first under the tu of W. 
W. Pollard, and later in 


ioe Gieits Se Se epees eae ee 
a as an orthopedic department 

her personal supervision. 
New Shoe Store in Dallas 
Dattas (UTPS)—The Broadway 
Boctects ia tee ubeit nation oo tae 
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Men’s Shoes 


RADE ONLY” 


GHE EST GRADE 


BOOT 





WHERE TO BUY 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. 8S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








; FoR MEN 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON —_____.. 


















Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 


SHOES 
Brockton, Mass. 















































foe ites: 
Commonweatty Suoe & Leatuer Co. 
WHITMAN, MASS. 
qy 1 Seath Sto 


Or Shoes 
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FOR MEN eh 
HENRY LILLY CO. 

88-90 Reade St. New York 








AUCTION i: tee SALES 
0) 
SHOES and RUBBERS 











Every Wednesday and Friday 





. Left—This two strap pump of Russia calf trimmed with lizard calf, is 


the Arthur Burt Co. of Washington, D. C 
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being offered by 
Ay. 3. 202. 


rw & 


It is one of 





at $16.50. 


Right—This simply lined, broad toed strap pump in patent with high heel has been much 
in d in This particular shoe was selected from the line of the All-America 





Shoe Store at 63 Whitehall street. 


Below—Another Washington offering, this one from Rich’s store. 


It sells for $6. 
This shoe was bought 


in three materials—Cherry patent with rust leather inserts, as shown here, and in blue 
kid and in black moire satin. 











Covering the Entire Country in a Telegraphic Style 
Survey, Giving Positive Information 


R. HART of the Fashion Shoe 

Shop, Indianapolis, reports 
black patents selling best for street 
wear with metal buckles, especial- 
ly in the step-in. Black and tan 
suedes for afternoon wear and 
Paisley brocades for evening, with 
gold and silver, and some white 
satins. Mr. Hart is of the opinion 
that straps are passing and will 
be replaced with metal buckles. 
Merchants generally in this city re- 
port Cherry Patents good for la- 
dies, with king snake trimmings, 
with black patents next. Black 
patent leather ties with reptile 
trimmings are reported very good 
with some of the dealers, ties and 
straps are especially selling well. 
Some calls for Colonial buckles and 
buckle straps are being shown and 
are selling well. Several of the 
larger stores report an increasing 
demand for buckles, and there is 
some hesitancy on ordering and 


carrying a heavy stock of straps. 
One very prominent dealer says, “It 
looks. as though the buckle has 
come to remain a while.” 


EAVERS of Denver, Colo., 

are having a run on three 
models, a cherry patent pump with 
spike heels, the new Abbo patent, 
with reptile trim, patent tie, spike 
heel, and a new autumn brown kid, 
with either spike or Cuban heels. 
Joslin’s are selling a great many 
two-leather pumps, reptilian leather 
and stroller tan calfskin with 
clever toe cap, heel trimmings and 


tiny bow of the popular snakeskin 


and spike heels. 


The May Company, on the other 4 
hand, report a very considerable — 
sale of their “Surety Six” oxfords, — 







three models in arborea bei 
the “go,” the “Randolf,” 





leather combined with black torte 
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What Is Selling 





Left—Another example of the high heeled short vamp type of footwear which is selling 
in volume. This style, at $6, has proven a ready seller for the Rose Marie Slipper Shop 
of Dallas, Texas. Of brown kid with cherry patent trim and an ornament of gold and 


Below—Shoes built on orthopedic lines are also stylish 


cherry patent. 


Right—The Chandler Boot Shop of New Orleans, offers this patent leather pump, with 
ornament, $6. 


Witness this 


these days. 
attractive low heeled pump, known as the Elsinor and sold by the Reisch Shoe Shop 
Springfield, Ill., for $10. 














military heel, also obtainable in tan 
calf; the “Neville,” a coliegiate ox- 
ford with fringed tongue and rub- 
ber tipped wood heel, made also in 
patent leather; and the “Hatton,” 
an oxford described as “swanky,” 
of patent leather with a tongue of 
gray lizard, black and white lac- 
ing, coming also in tan calf. 


D. KENNEDY of the ladies shoe 
J. department, Joseph Horne 
Company, Pittsburgh, finds busi- 
ness very good. “We are selling 
colors of all kinds,” he says, “and 
plenty of brocades in silver and 
gold. We have some very high 
lights in evening shoes and are do- 
ing an admirable business on them. 
Boudoir slippers are especially ac- 
tive; we are having a great demand 
for them. Slipper buckles are also 
quite active and seem to be enjoy- 
ing a great deal of popularity.” 

H. W. Largent, new shoe depart- 
ment manager for the Bedell Com- 
pany, finds his biggest bulk in pat- 
ents and satins, both in Colonial 
pumps and step-ins. He says, “I 
find there is an increasing demand 
for medium or Cuban heels. Straps 
and pumps are about on an equal 
basis, and I found it the same in. 





St. Louis. We have a three-button 
oxford, with patent vamp and quar- 
ter of black ooze that is- taking very 
well.” 


R. DUNCAN, manager Felt- 
@ man & Curme store in Cleve- 
land, states that business has been 
very good. Black patents and satins 
are selling big at present. The ten- 
dency in ladies shoes seems to be 
toward the lighter shades in brown. 
Edward Selkow, manager of the 
shoe department at The Ames Com- 
pany store, same city, says that 
at present about 70 per cent of the 
sales are in high heels. The trend 
is toward colored kids. He states 
that the spring showing of foot- 
wear will be on display in about 
three weeks. 


NOVELTY line of imported 
mules was recently brought 
out for the holiday trade in the 


shoe department of the William S. 


Taylor & Son store, Cleveland. 
This line is shown in a wide va- 
riety of colors, types and designs. 
The trims include ostrich plumes, 
beaded figures, woven ribbons in 
checkered effect and tinsel rosettes. 
Others are shown in plain bright 
colors. These shoes retail at a good 
price and are designed primarily 
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Men’s Shoes 





TON, MASS. 


HAND TAILORED’ 
HAND LASTED 


Bion F-REYNOLDs Cone, 
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STOCK DEPT. 


SNAPPY 

aatane STYLES! 

“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 
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WHERE TO BUY 


Ballet Slippers 
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B 
Turn, Viel Kid 
In Steck 









BALLET SLIPPERS—IN STOCK 


of the 
8102 Bik. Glazed Kid, Soft 








ai No 11th Street 


at 









Tee 


Pa. 
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Ce i ei lial 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


SE er 





IN STOCK 


$1.00—5% 10 
days; case 
lets; gen- 
uine kid 
turn; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 


325 Monree Street Chicago, tll. 








Sootghe 


The Quality 
Pullman Slipper 
| RED BLACK TAN 


Swan ShoeCo., Baltimore, Md. 


-@ap, 

















PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


Ve 








e Better Grade 
Better Trade 








Novelty Slipper Co. 


Makers of 
Boudoir Slippers of the 
Better Kind 


123-131 West 19th Street 
New York City 














WHERE TO BUY 


Miscellaneous 








America’s Favorite 
NU- U-SHINE 


oor ed er 
Beautifies 


Makes Oli Shoes Look New 
THE NU-SHINE CO. 
Mkt. St. Reidsville, N. C. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe and 
Shoe Booklets 


201 South Street Boston, Mass. 
_ Telephone, LiBerty S673 
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Left—The ge peng a stylish street enferd, shown by Cotrell and Leonard of 


Albany, N. 


» has the new semi-formal heel and 


is trimmed with lizard. A $14 seller. 


Right—Another oxford, this time of all-over simulated reptile, offered by Thomas F. 
Peirce and Son, Providence, R. I. 


Bottom—The contribution of Ceuting’s of Philadelphia to the oxford symposium is this 
alligator number retailing for $12. 











for the Christmas call. W. H. Ma- 
gee, buyer for the shoe department, 
states that more of these will be 
sold in December than in all the 
rest of the year. 

The William S. Taylor & Son 
store, also of Cleveland, finds that 
the trend is somewhat toward the 
higher heels. With the social sea- 
son at hand, shoes for evening dress 
are turning over more rapidly. 
Black patents are the big sellers 
with suedes showing a fair return. 


W. E. PHELPS of the Piedmont 
@Shoe Company, Greenville, 
S. C., says colored kids are going 
strong in that city now. “Blacks 
and two-tones in patent leathers 
have been very good,” Mr. Phelps 
remarks, “but we are selling col- 
ored kids now, and I expect them 
td sell even better in the spring. 
Fancy cut-out tie effects are grow- 
ing in popularity. Our trade is 
also taking a lot of plain tailored 
effects, high riding, one-strap, in- 
patent leather black, light tan and 
tan calf. Satin seems to be out of 
the running for the time being.” 
The Style Shop in Knoxville is 
showing the blue kid slipper, with 
high strap and heel, and it is find- 
ing a ready sale. This department 


rather specializes on advanced 
styles, handling only ladies shoes 





and always in the short vamp. Ac- 
cording to Frank David, a large 
number of people in Knoxville, suf- 
fering with foot* troubles, have 
found the short vamp shoe a splen- 
did way to conceal enlarged joints. 

The high oxford ties, in the vari- 
ous rose tints of kid, reptile 
trimmed, have been the best sellers 
for this season. Three shipmenis 
immediately sold out and the fourth 
is going strong. A henna suede 
pump with underlay trimming in 
colored kid, priced at $14.50, and a 
patent, high heel and ankle strap 
with this same kid trimming, priced 
at $12.50, are two of the most at- 
tractive numbers showing in this 
shop. For evening wear, a white 
brocaded satin and a flowered im- 
ported silver kid are the best sell- 
ers. 


os 


LLIAM A. TOMES, manager 

of Hanan & Son’s Milwaukee 
store, stated that his firm was get- 
ting its share of the business, but 
there was not the snap and brisk- 
ness to it that there should have 
been. According to Mr. Tomes, the 
ladies have about equally divided 
their demand between patents and 
tans in recent weeks, and tans have 
taken a good spurt. For this rea- 
son the Hanan store is featuring 


the tans in all styles in its display 
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Left—Another example of style in the orthopedic type of f ber from 
the line of Blazer's, Kansas City, Mo., sells for $10 in ten calf with co ans heel. 


Right—-Stylish and comfortable is this tan calf shoe offered for $10 by the Schmidt 
Shoe Store, Pittsburgh. 


Bottom—Pure sport type, the Dog Oxford. for college gir'«, tan trimmed with reptile 
grain. Thomas S. Childs, Holyoke, Mass. 











windows and on the floor. Oxfords 
in the tan shades are moving good, 
but the fancy styles of pumps and 
straps to be worn with Arctics still 
hold the lead. Satins have started 
to move well in the Hanan store, 
and all kinds of footwear for for- 
mal evening dress are good with 
the advent of the early winter so- 
cial season.” Gold and silver slip- 
pers and brocaded footwear are in 
best demand for the social occa- 
sions. Colonial styles continue to 
be the leaders among the ladies 
footwear due to the fact, according 
to Mr. Tomes, that these particular 
styles look well on almost every- 
one. So many ladies are unable 
to wear the strap pumps and they 
do not care for the straps or ox- 
fords, while Colonials can be worn 
by all and appear good-looking. 
With the fancy buckles attached 
to the Colonials, there is little left 
to be desired in the way of good- 
looking footwear for milady. 
Joseph Schumacher confirmed the 
reports of others in Milwaukee that 
there had been a decline in trade 
recently for which no valid reason 
could be given. Mr. Schumacher 
was inclined to believe that in his 
case the fact that the store is now 
off Grand avenue and is in tempo- 
rary quarters in the Plankinton Ar- 
cade until its new store is ready, in 
the Hotel Pfister, has had something 


to do with the decline. Mr. Schu- 
macher said that his regular cus- 
tomers are buying, but the tran- 
sient trade does not come in. He 
reported that patents and tans are 
selling in about equal quantities in 
the ladies’ shoes, with the Colonials 
still good. 


T Gimbel’s store, Milwaukee, 

the volume during the period 
was the highest of any week this 
year, due to the fact that a big spe- 
cial was put over on women’s and 
misses’ Arctics in the new styles, 
according to Charles Collar, buyer 
for the shoe department. With this 
leader, which moved rapidly, foot- 
wear sold well as a result. Mr. Col- 
lar is not over-optimistic concern- 
ing the Colonial styles holding their 
lead. He is of the opinion that they 
are in vogue principally because 
they are something new, and he 
does not look for them to hold their 
popularity. Light shades of ladies’ 
shoes are moving well, and the va- 
rious shades of tan are in good de- 
mand, while tans and blacks are 
holding the same quantities as they 
have heretofore in the men’s de- 





partment. ‘ 
R. PORTER, manager of the 





WHERE TO BUY 


Women’s Novelties 


7+! 


_ CHERRY PATENT! 
Latest in Novelty footwear 
&t pre-invenfory prices. 
Silent Salesman is ready 
—Are you? 


Sam! Cohen Shee Co. 





Latest Styles at 
Popular Prices 
Ps Sack, . 











tl a ll li i 


WHERE TO BUY 


Shoe Ornaments 


—~sT 





<™ 








ili nial 








ORN. 
Studded Heels * 
6°8W.32nd St.New 





WHERE TO BUY 
Children’s Shoes 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 

ROCHESTER, 


N.Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 


Store Fixtures 
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WHERE TO BUY 
Standard Shoe Materials 


6 ha 
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est Virginia 


Solent Fibre Board red to an exact 
Uniformity of Quality. 


Pulp Products Department 
WostVirginia Pulp &PaperCompany 
New York 








. W. Goteen, Eves. Spee, Sven. 
. Donald, Vice-Pres. 


"EB. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS 











CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


On\) 




















Sparkling Fashions that are flatter- 
ing and supremely comfortable 
COLORS and LEATHERS 


ate it in many 


original, smartly setting them apart 
= pon ie the commonplace styles. 



















Choice Selection 
Ha Grown Suede 
Pateqt Trimmed) 
Stroller Tan 
(Pecan Trimmed) 









Moire 
(Patent Trimmed) 

















Selected from Youngstown, Ohio 











AE RE Be iebtopb te naetnnedadae 





Lefi—A doggy blucher for young men. 





o ge8 oye 


# th 934 oe446% 


ed eett-h-t jy do 


The “Tap,” at $8.50, sold by Cahn’s Quality 


Shop, Baltimore, Md. 


Right—A blucher for the more conservative man, sold for $10 by Rothschild’s, Kansas 
City. Mo. 


Bottom—The high arch shoe is flashed in Los Angeles, Calif., by C. H. Baker. Offered 
N 


at $10 in tan or black calf, and in wide or narrow toe. 


amed The “Whippet.” 








merchants expected a big volume 
on oxfords for men, and the. great 
amount of business being done on 
men’s high shoes seems to be a 
surprise. “I am selling 70 per cent 
high shoes,” he says, “and more 
than that, blacks are greatly pre- 
dominating. That blacks should be 
in the* mode, as far as I am aware, 
was apparently not figured into the 
scheme of things either. I find nar- 
row toes in demand with the old, 
staple trade.” 


FIDELMAN, manager of the 
@men’s and boys’ shoe depart- 
ment of Frank & Seder’s depart- 
ment store, Pittsburgh, finds “nar- 
row ‘custom type’ toes are popular 
at present, and we are selling a lot 
of blacks this fall.” 

He feels that most men prefer 
the oxford. Heavy welt soles go 
well with them. They have just 
gotten their rubber wear in, but due 


in large newspaper space. Mandel’s 
also features the cherry patent. The 





I. Miller store presents for the con- 
sideration of the girls, a “pastel 
patent.” One model shown by Miller 
was a slipper in “silver patent” with 
gold piping, also in “orchid patent” 
with silver piping. The price—$20. 

Los Angeles merchants seem to 
have adopted the policy of monthly 
clearance sales and “End of the 
Month” sales are announced by near- 
ly all the shoe men. This will prove 
to be a very effective method of 
keeping stocks cleaned of unsold 
merchandise. 

The influx of ‘tourists and winter 
residents has begun and hotels are 
booking reservations in volume that 
indicates a large number of tem- 
porary sojourners. .This, naturally, 
will be of great advantage to the re- 
tail shoe business. 

— 


« E. GOLDSTEIN, manager of 
o@ Forman’s shoe department, 
Rochester, N. Y., says: “Patent 


ronal to very clement weather, no activ- leathers are now at the height of 
ity has begun. In season, they have their popularity in this city. Blacks 

a great call for the one buckle (¢ 41) sorts predominate because 

$0 galosh for men. climatic conditions here forces most 

k sade ew cite people to wear arctics, and light 
e = ; OS ANGELES—Colored patents colored shoes of any leather or even 

. have taken a strong position in satins do not stand up under the 

Sion 008 toe Los Angeles. C. H. Baker offers a heat of the arctics. We do sell 
bse crmnoactd very wide range of cherry patents quite a bit of tans, but of the dark- 


er shades. For evening we have 
quite a call for silver slippers. 
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\ SHOE TIES OF 
CHANDLER’S “PERFECTION” 
RIBBONS 


Embody 
Style—Quality—Refinement 
SPRING COLOR LINE Includes 


“Rose Blush” “Stroller Tan” “Pastel Parchment” 
“Stone” “Spanish Raisin” ‘Shell Grey” 
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WIDTHS 
#3—%-1 in. #7—1%-1% in. 
#5—%-1 in. #9—1%-1¥% in. 
























Wider Widths Specified Under Various Numbers 
Indicate Highest Quality All Silk. 


Manufacturers Attention! 
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Minn 
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Pat. 178 Silk Faced No. 7. 


| 















= Sold in 50 yd. rolls only. $5.50. nekaieine 

—J Other widths priced as follows: AND BOX PRICES 
No. 3—$3.50 per roll. THEY ARE SURE TO INTEREST YOU. 
No. 5— 4.50 per roll. 
No. 9— 7.00 per roll. Satins and Moires 





Supplied in the Better Grades. 














Best Grade All Silk 


coo nit Roe cs |«6©6W..K. CHANDLER, Inc. 


jj/) yf Ped No. 5.. 1.85 No. 9.. 2.25 125 SUMMER STREET, BOSTON 
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3 W’s LENOX McKAY 
Tan Calf three eyelet tie, tan lizard 








3 W’s LENOX McKAY tongue and saddle. 3 W’s LENOX WELT 

4548 Child’s Tan, Elk Lace, 8% to 11..$1.95 pe ot to - — Toe.....-+++- $2.05 PATENT OOLT BLUCHER 
5543 Misses’ Tan, Elk Lace, 11% to 2. 2.20 % to 2 Broad Toe.......... pl: oe 1 | Sam $1.35 
; G549 2% to 6 Broad Toe........... nen. .-Giel 6 oe 6.... asieteta,..- case 1.60 
CESS Growing: GOW, Wee © Fosse ~><he 2.70 =“: 7549 2% to 6 Medium Toe aes | 4488 00, & fiir. 1.90 
4553 Child's Tan, Calf Lace, 8% to 11. 2.10 on delenit te eae GARD 2906 9o. Biccss ss vabebens eos 2.25 

6553 Misses’ Tan, Calf Lace, 11% to 2. 2.85 me oo Sonthay with black Same in tah at came potest: 

Sample Sent at Our Expense hi WE WILL HAVE OUR LINE ON 


Send for New Illustrated Circular 





= LENOX == DISPLAY AT PENNSYLVANIA SHOE 





Repens Sat aay 919, HOTEL WILLARD. 
WEIMER, WRIGHT & WATKIN CO. . 
39 S. SECOND ST., PHILADELPHIA We want a salesman for New York 
Factory—Annville, Pa. State outside of New York City and 





MERRITT ELLIOTT & CO., 132 Duane St., New York City. vicinity. One who lives in 
Sole Distributors for New York City and Vicinity 
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Correct Foot-Wear 
for Winter-Wear 
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The Indispensable Six 
(For Street Wear) 
SUMMER-WEIGHT OXFORDS 
MEDIUM-WEIGHT OXFORDS 
WINTER - WEIGHT OXFORDS 
HIGH SHOES 


(For Other Occasions) 
SPORT OXFORDS 
FORMAL OXFORDS 


Diamond Brand Visible 
Fast Color Eyelets preserve 
the smooth style lines of the 


Pp one ene. WINTER*WEIGHT OXFORDS 
nal finish indefinitely and 
actually outwear the shoe. = F4REEZING WEATHER calls for heavier clothing <a also 
ae heavier footwear. Although Goodyear Welt oxfords 
Diamond <> Trade Mark : 
have become popular the year round, a sturdy Winter- 
Weight oxford is necessary to withstand rough winter 
usage. The Winter-Weight, equipped~with practical 
visible fast color eyelets is the ideal oxford for the win- 
terseason. An indispensable part of every well dressed 
man's shoe wardrobe. 

















“There's a Proper Shoe for Every Occasion” 


UNITED FAST COLOR EYELET COMPANY,: BOSTON 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Business Changes 


Fort SmMitH, ARK.—Patrick Shoe Co., 
shees, etc., O. M. Patrick retires. Leo 
Hammer & Chas. C. Futral now pro- 
prieters. 

ELBERTON, Ga—Sam Patz, shoes, 
etc., reported advertising to sell out. 

ATLANTA, Ga.—Carlton Shoe & Cloth- 
ing Co. (38 Whitehall St.) shoes, etc., 

B. J. Eiseman retires 

© cle ILL.—Ettlebrick Shoe Co., 
— manufacturers, recently incorpor- 
ate 

Beprorp, Inp.—A. S. Gordon, shoes, 
etc., succeeded by The Hub Store. 

ALBIA, Iowa.—Burdock Clothing Co., 
shoes, etc., sold out to Glick & Becker 
of Muscatine, Iowa. 

Fort Dopce, lowa.—Lurie Bros. (“L. 
B. Clo Co.”) (“Model Clo. Co.”) shoes, 
etc., discontinued store as L. B. Clo. Co. 

NortHwoop, lowa.—E. L. Linder, 
shoes and repairing, reported sold out 
to Rolf Rislov. 

H1awaTHA, KaN.—Graham Clo. Co., 
shoes, etc., branch store at Auburn, 
Neb., sold out to T. E. McKnight. 

Norton, —Fairness Clo. Co., 
shoes, etc., J. B. McFarland retires. 

BALTIMORE, Mp.—Walter J. Satter- 
field (Nelson Shoe Store) (W. Lexing- 
ton St.) shoes, reported selling or sold 
out. 

MAYSVILLE, Ky.—Merz Bros., shoes, 
ete., incorporated with authorized capi- 
tal of $30,000. 

EvERETT, Mass.—Carlton Shoe Co., 
Inc., shoe manufacturers pomescinen 
with authorized capital of $4 

Ety, Minn.—Carlson ty "Hillman, 
shoes, dissolved artnership—succeeded 
by Arthur 0. Hillman. 

Fayette, Mo.—Kaufman & Medcalf, 
shoes, ete., dissolved partnership—suc- 
ceeded by S. Kaufman. 

St. Louis, Mo.—Shu-Stiles, Inc. 
(1330 Washington Ave.) wholesale and 
retail shoes, A. Tober, president, retires. 

New York Crry.—-Best Wood Heel 
Corp., heels, etc., incorporated with au- 
thorized capital of $10,000. 

Max Taksey (44 Delancey St.) shoes, 
reported sold out to Halfon & Mizrahi. 

BLANCHESTER, OHIO— Rice Bros., 
shoes, reported liquidating business. 

CINCINNATI, Out0.—P. A. Henry Co., 
commission leather, yoy gag with 
authorized capital of $20.000 

PHILADELPHIA, PA. —Simon Yanklo- 
vitz (4248-50 Frankford Ave.) shoes 
and repairing, succeeded by Bernard 
Yanklovitz. 

GREENVILLE, S. C.—Greenwald Clo. 
Co., shoes, ete., reported will discontinue 
business. 

MILWAUKEE, Wis.—Cut Rate Shoe 
Stores, shoes, recently incorporated. 

WAUKESHA, Wis.—George Ferraro, 
shoes, etc., sold out to D. Ropkin. 


Business Reverses 


Scorrsporo, ALA—R. E. & B. E. 
Jones, shoes, ete., 
into bankruptcy. Reported receiver ap- 








ertetia mane Catena 
| The Business Barometer | 


ess (131 E. Sixth St.), shoes, reported 
petitioned into bankruptcy. 

NEw HAVEN, Gort, William Rat- 
ar shoes, reported receiver ap 


PETERSBURG, FLA.—L. 


inted. 
msky, 


shoes, reported petitioned into ba 
ruptcy. 


dec 





Ahead 


Retail trade in general 
has taken on an added 
stimulus the past week 
with colder weather over a 
wide area; with Christmas 
gift buying, and with the 
estimated extra millions 
diverted into its coffers 
from the yellow stream of 
nearly $400,000,000, in the 
form of dividends, ‘checks, 
and interest payments, as 
of December 1; of later 
goymente to be made on 

ecember 15, and of more 
to come next month. It is 
reported that half a billion 
dollars may be the meas- 
ure of the January, 1927, 
disbursements to the na- 
tion’s security holders, 
said to number approzi- 
mately 15,000,000. 

In the opinion of retail 
merchants, business is best 
when the people of a coun- 
try are t 
ous, and in this connection, 
may be mentioned, in ad- 
dition to these interest and 
dividend payments, the re- 
cent railroad 


aid to increased volume of 
t 


A he stimulat- 
se gainst the sti 

ing business features,” 
says Bradstreet’s in its re- 
pe for the week ending 

ecember 4, “is to be reck- 
oned a sag in the price of 
cotton to the lowest point 
of. the year, which has 
tended to offset good ef- 
fects of “cooler weather in 
Southern area 

Foilures tn in the shoe and 


conditions, t 
of the United ha pry as a 


whole, is reported as main- 
taining satisfactory levels. 


most prosper- « 





ie] 

Cuicaeo, ILL.—-S nb nce ng cs me 
preiggenteet Pane ete 
Mo a 
ot Creditre was 
ber, 2, last. 

as tongs 
Co., Inc. (care of R. ee 
shoes, etc., reported petitioned into 
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bankruptcy. Reported receiver ap- 
pointed. 

BosTon.—Julian Rosenthal (75 Har- 
vard ieee Allston), shoes, reported as- 


81 
Gaocxron, Mass.—E. Cohen (36-38 
Bay St.), wholesale and retail shoes, re- 


ported assigned. 

CAMBRIDGE, Mass.—Albert Kliger 
(Al’s Shoe Store) (455 Cambridge St.), 
— reported petitioned into bank- 


ru 

,- 4 Mass.—Gardner & Parker 
Shoe Co., Inc., shoe manufacturers, in- 
wart compromise offer to 331-3 per 
cen 

MALDEN, Mass.—Jacob Blass (Ideal 
Shoe Store) (Style Shoe Shop) (61 
Pleasant St.), shoes, reported petitioned 
into bankruptcy. 

SAXONVILLE, Mass.—Askin Bros. (& 
branch) shoes, etc., reported assign 

TAUNTON, Mass. — Dooley 
ms od reported petitioned into ‘Bros. 
ru 

T. "em, Mo.—Mike Gillman (7115 
8. Broadway) shoes, reported as- 
signed. 

New York Crtry.—Isadore Kaplan 
(3781 Third se). shoes, reported re- 


ceiver Bron. 
Katz (1743 Madison Ave.), 
shoes, — of creditors 
was pe med f for Dec. 2, last. 
soma. “Spertell (1196 }* Ave.), 
shoes, oe BS creditors 
was scheduled for De Dec. 2, last. 
Srocnnenn N. Y.—Netti & Giordano 


petitioned 


SALISBURY, N. C.—Joseph El & 
branch) shoes, ete., Te one assigned 
KinGs MouNTAIN, a -——The d- 


er, shoes, etc., re 
PORTLAND, am, —- Ben Schneider 
(Schneider’ ’s) (389 Washington St.), 


shoes, repo assigned. 
P HIA, Pa—Edgar Weil, Inc. 
os N. 4th St.), shoe and auto fabrics, 
meeting of creditors was 
a eduled for Sos. 2, last. 
Teddy Goodman (304 S. 60th St.), 


shoes, reported meeting of creditors 


scheduled. 

Wm. Taxin (asics Bs Boot Shop) 
(4812 N. Broad St.), shoes, reported 
petitioned into bankru 

PITTSBURGH, Pa._United Clothing 


Co. (974 Liberty Ave.), +e ete., re- 
ported petitioned pind bankruptcy. 
PROVIDENCE, R. I Pe i hic Sn 
oars d fi a alas 
eather and fin ngs; also 
rted reported Payphone 
sale was scheduled to be held Dec. 4, 
CoLumBia, TENN.—J. Rosenthal. Co., 
Ine., shoes, ete., reported now in hands 
“fy. OM. Tex.—H. C. Koch, shoes, 
OAKUM, —H. C. 
etc., reported offering to compromise at 
33 1-3 per cent. 
Va.—I. Kobre, 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, 
advertisements be 


on Monday of the week of publication in order that 
Otherwise insertion will be put over to the following week’s issue. 








Mass., 


selatiad unk come 


each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment: in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 











SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 











Retailers’ Oonvention, January 3rd. 
COBLE SHOE COMPANY 


SALESMEN WANTED 


with established trade for the coming season 
Calf Skin Shoes, $3.50 less 5%. Stock carried on floor. Sixteen samples in the line, every- 
one a fast seller. Will be on display Morrison Hotel, Room 1124, Chicago, National Shoe 


to sell a real line of Young Men's Genuine 


Humboldt, Tennessee 








Salesmen Wanted 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Alabama — Arizona — 
California — Colorado — Indiana — 
Minnesota — New Mexico — North 
and South Carolina—Penna.—North 
and South Dakota—West Virginia 
—Wisconsin—Wyoming. A com- 
plete line of women’s medium- 
priced r hot novelties all in 
stock. References must accompany 
applications. Liberal commission, 
and wonderful opportunity for right 
men. Address C-500, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 








SHOE SALESMAN 
Experienced, Wholesale 


One of the largest men’s shoe 
manufacturers. We will pay real 
money to real salesmen. Show 
u8 a record and we will pay you 
what you are worth. We want 
the best and are willing to pay 
-for it. Replies held strictly con- 
fidential. Address C-474, c-o 
Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED 


Men who have following and are 
looking for a popular priced line of 
Men’s Oxfords and Shoes—backed 
with a short line of Bove’ Oxfords. 
Twenty numbers in ali 

Nebraska 

Illinois 

Missouri 

Kentucky 

Mississippi 

No. and So. Texas 


Write now! Samples ready Jan. 
1st. Applications kept strictly con- 
fidential. Address C-524, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

















SALESMAN WANTED for the State of Ohio 
resident of Cleveland preferred to sell 
Novelty line of Infants’, Children’s and Misses 
Turns and Welts. Reference must accompany 
ication. Address C-508, care Boot and 
Recorder, 207 South St. Boston, Mass. 


pp Nn gvevedrdag Western Manufacturer — 
ne poperete ine ow on Men’s, Boys 

P Sma s” A = geet Welts an "Work 

In-Stock Department, has impor- 
om ag BF ° for real producers with 
good following. Line making big hit. State 
territory covered, sales retord for past two 
years, also references. Applications contiten- 
tial. Address wom care Boot and Shoe Re 
corder, 189 Madison St., Chicago, Ill. 








ICHIGAN. Midwest manufacturer_ of 

Children’s Stitchdowns and Growing Girls’ 
Welts wants real hustler with good following. 
Will turn over good volume of business tc 
right man. Address C-530, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Salesmen for side line novelty 
rubber footwear. Illinois and Wisconsin. 
Marion Rubber Co., Marion, Indiana. 


SALESMAN WANTED for Kansas City and 
vicinity who will handle our line of extreme 
novelties on a straight commission basis 

in stock. Address C-517, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMAN for South Jersey and Eastern 
Pennsylvania. Must be experienced and 
have following in this territory to cover same 
with own car—to sell a Brooklyn made line of 
Infants’, Children’s, Misses’ tunne, also grow- 
ing Girls’ gad _Women’s McKays. Address 

Cais, care Boot and S Rocertes, 239 W. 
Sen St., 9th floor, New York, N. Y. 











- ences in first letter. >: 


MANUFACTURER of Ladies’ turn shoes 
requires the services of salesmen, men 
with established trade preferred in the follow- 
ing territory: New rk, New Jersey, Pennsyl- 
vania, Washington, and Baltimore. Line ready 
January Ist, 1927. Ettina Shoe Co., 397 B 
ford Ave., Brooklyn, N. 


ALESMAN WANTED: to sell full line of 
Stitchdowns in following territories: Okla- 
homa, Wisconsin, Minnesota, Iowa, Louisiana, 
Mississippi, Eastern New York and Alabama. 
Side lines permitted. Address C-525, care Boot 
+ Shoe Recorder, 207 South St., Boston, 
ass. 


SALESMEN WANTED—We can use several 
more live wire salesmen to sell our line of 
Soft Soles, Flexible Turns and Baby Flexible 
Welts. Only experienced salesmen with an 
established trade, carrying a non-conflicting 
line will be considered. ew Spring Samples 
Give full particulars and refer- 

H. Freeland, Roch- 








now ready. 
ester, N. Y. 


SALESMAN—for Brooklyn and Long Island. 
Complete line of Brooklyn made Infants’, 
Children’s, Misses’ Turns, also Growing Girls’ 
and Women’s McKay pumps. Must be expe- 
rienced and haye following in this territory. 
Address C-513, care Boot and Shoe Recerdes, 
239 W 39th St., 9th floor, New York, N. 


FOR LEASE 














FOR LEASE—Progressive department store 
in middle west city of over 100,000 will 
lease pron iggy ag floor ome Se for "ee oo de- 


Coos care a and 
St., Mass. 


sas condee, 20 ee: 





WANTED 
SHOE SALEMEN 


By one of the leading shoe manu- 
facturers of Cincinnati, making 
women’s McKays and welts to re- 
tail from $7.00 to $10.00 for the 
States of Michigan and Wisconsin, 
where we have a large established 
business. Will consider only men 
who are now travelling in those 
States carrying similar lines and 
who have a good following. Will 
give attractive proposition to the 
right man. Address C-526, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











FOR SALE 





LASGs quantity of lasts for wel 
McKays. A 


a qenscnaitldosdiaell space. Address 


Il sizes, Infants to ~ye ts} 
-514, 
and Shoe Recorder, 239 W. 39th 


St, ° oth floor, New York N. Y. 





an “Of the best locations in the city. 
lished 18 phen A in a Eure mid-western 
city of over 300,000. 

lease at a very reasona 
Ladies’ shoes exclusively, mostly from $8 to 
Will sell either stock, fixtures, and lease, 


$15. 
have many 


or just lease and fixtures, as we 
other stores in which to dispose of merchandise. 
Doing a nice business. Could 
do three times as much. Reason for ae 
owner has meny po’ stores in 

same + 


— nA ota FOR SALE. One of the 


lor shoe stores west of Chicago: 


ight and one-half years 
rental. Handling 


price 
and cannot devote his time to high- 
store. Address C-519 





and oe Recorder, 
Ma 


OR SALE: Shoe Store in crowing Idaho 
location 


town “. 10,000 population. 
5,000 cash. Write C18 « care Boot 


December 11, 1926 











turns and 
Estab- 


be worked up to 


grade care Boot 
and Shoe Recorder, 207 South St., Boston, 


St., Boston, 








1926 





ies 





thee 
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FOR SALE 


FOR SALE 


BUSINESS OPPORTUNITY 











Perfect Fitting Lasts and First Class Machinery 


For Sale at a Fraction of Cost 


After 45 years in business, the Utz & Dunn Co., of Rochester, N.¥., are 
retiring and offer for sale at a very moderate price a line of perfect fitting 
McKay and Welt Lasts, perfected by years of experience and well and favor- 
The line includes the popular Heel Hugger 


a Store 


ably known to the best retail trade. 


tional styles. -This com 





and Arch Brace lasts, together with patterns, trade marks and good will. 
is an unusual opportunity for manufacturers who have an opening for addi- 
y also offers for sale many machines and much 
modern and valuable equipment, all in splendid condition at a fraction of cost. 


UTZ & DUNN CO. 
37 Canal Street, Rochester, N. Y. 


Novel 
Chain 


Idea 


With Exceptional Ad- 
vertising Possibilities 





Novel idea for a shoe 





store front and interior. 








SHOE DEPARTMENT IN LARS 
EST aie STORE 
RICHMOND, VIRGINIA 
Excellent corner location, established 
seventeen years. No stock to take over. 
The most beautiful shoe department in 
town. Apply 


DREYFUS & COMPANY 














POSITION WANTED 











desires connection "be 3 live chain 

orunatention. 12 years’ experience paying a 
lines. Write me 

600 Monroe St., Saginaw, West Side, Mich. 


BUYER for retail shoe store or department 
desires to make change first of year. Thir- 
teen years experience, married. nows sys- 
tematizing and merchandising to get volume. 
Address C-528, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








A* Shoe Salesman and Assistant Buyer seven- 
teen years’ experience. Age, thirty-five. 
Change by January Ist. Middle West 
ferred. Address C-522, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


POSITION WANTED. Experienced road 
salesman and retail store manager, age 35, 

has disposed of his store interest, and will be 

open for either road or retail position Jan. Ist. 
specially familiar with the Twin Cities and 

adjacent territory. Address C-521 eg — 

ond Shoe Recorder, 207 South St., ton, 
ass. 


} Sig haga «Saw SHOE MAN: Desires i- 
tion as Manager and Buyer for Ladies’ Shoe 
Dept. Experienced in both medium and high 
grades; also men’s. Age 31. Prefer location 
in the South, in city under 100,000 population. 
References. Address C-520, care Boot and 
Shoe Recorder, 207 South St. Boston, Mass. 


LONG experienced shoe salesman would like 
to locate in the West as. manager of retail 
shoe store. 
prefer a Western connection. 516, 
care Boot and Shoe Recorder, 239 W. 39th 
St., 9th floor, New York, N. Y. 














LINE WANTED 


ba a i = vg line of 
fee SEnctarn Pomangtapale’ 
stock proposition. Have re 
wide acquaintance. Ca’ 
line. Also 


the right 
Address C-510, care Boot and Shoe Recorder, 
Boston, Mass. 








207 South St., 

FTER wary 1 I will be open for a 
Ace’ line ot tena or MeKase for Mew 
York City. ‘Address C-523, 
care Boot an , 239 W. 39th St., 








MERCHANT NEEDS 


Patented and exclusive. A 
great attraction—a_ sales 





getter—a unique merchan- 





COMPETENT and aggressive shoe executive 
store 





Large Assortment 
of Genuine 


Alligator and Lizard Skins 


Brocades 


S. Aprile & Co., Inc. 


Importers 


61 West 50th St., New York City 


dizing idea for shoe store 
chain. 

Full description and, in- 
formation to reliable par- 
ties. Write to 


JOSEPH SHERBOW 


425-426 Munsey Bldg. 
BALTIMORE, MD. 























WANTED TO PURCHASE 




















for entire shoe stocks or stocks 

of or other aay 
Prompt given. 

KIRSCH-BLACHER CO., Inc. 



































No. 512 


WAVERLY SHOE TRIMMING 00 phen 


151 Vanderbilt Ave. 


Genuine Cut Steel Buckles 


A wonderful buy for the money. 
High-grade imported merchandise. 
75e per pair while they last. 

Four other numbers at same price sent on 

pete a ‘d 

and i iv t 

UCKLES. : 








Brooklyn, N ent 

























STORE SUPPLIES 


























Some H Ww Chairs 
are in keeping with 
the most luxurious 
shoe store appoint- 
ments. The con- 
sulting service of 
our experts is free. 


—<—4 


eyuc ced yurcod -Yf a dike fic td 


Baltimore, Maryland Los Angeles, Calif. 
Beston 45, Mass. New York, N.Y. 


Philadelphia, Pa. 

Chicago, Ulinois Portland. Oregon 

Kansas City, Me. San Francisco, Cal. 
St. Leuis, Missouri 


Buffalo, N. Y. 

























Metal Shoe Fitting Stools 


and Floor 
Mirrors 







Sa ise no 


as 


Ne. 41 


weive vor THE CHICAGO 
and Pricee WIRE CHAIR CO. 


ote vot Si, 





Typo emery 





SN. See 


621 N. La Selle Strect, Chicage, Mi. 


































WINDOW | 
i DISPLAY Behe | 


ISEGALLE SONS: 


933 ARCH ST, 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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If Think Tank Goes 
Dry 


Ideas Are Everywhere— You 


Find Them in Other People’s 
Minds, on Every Printed Page 


HE merchant who 
writes his own ad- 
vertising copy 
often finds his 
idea reservoir of 
thought entirely 
empty. He may 
cudgel his brain 
for hours with the 
result that 
nothing comes out 
in the way of new 
stuff for his advertising space. Here 
is a suggestion that has helped one 
copy writer many times when such 
a condition arises. 

Take some good magazine, one of 
the national weeklies for example, 
and carefully read all the advertising 
pages. After a few minutes new 
ideas for shoe advertising will begin 
popping out of the pages. Not “copy- 
ing” nor “adapting” but inspiration 
for snappy, new thoughts in the way 








of shoe copy. 
Here are some excerpts taken from 
various advertisements ~having 


nothing to do with shoes, that inspire 
the writer and freshen up his mind: 

From a clothing advertisement: 
“Ruggedly serviceable and mighty 
good to look at.” Suggests several 
applications to shoes for men. 

From an automobile advertise- 
ment: “Today’s trend in motor car 
buying.” Suggests trend in shoe 
buying. 

Another auto ad: “Disagreeable 
weather never bothers a ......... 
See how that might help out in an ad 
for winter shoes? 

A cereal ad catch line: “Masters 
of their fate.” Why not “Masters 
of their feet’? 

A movie ad says: “If you want to 
be on our mailing list send us your 
name and address.” Is that not a 
suggestion to help you get a lot of 
new names for your own mailing 


list? Uncle Dudley. 








WANTED TO PURCHASE 








Sell Us Your Left Over 


New Yorx Exporr Purcuasic Corp. 
_ 596 Broadway, N. Y. City 


Or Entire Stock for Cash 











December 11, 1926 














MERCHANT NEEDS 














Advertising Novelties and Specialties 


Complete line. We have it. We will get it. We 
will make it for you. Visit Sales Reom during 
N. S. R. A. Convention. 

W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 
Cerner Randeiph—2 Blecks East of Hotel Sherman 

















Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Cataiog 
Onnxen Co 


tlw. FOURTH $¥. 
SIN CINNAT!, O 


ONS 




















made for 40 years 
by the origina] in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

@et our price before 
placing your order 


Milbradt e 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 

























ESTABLISHED 


LABE LS. 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


















263-271 LEXINGTON AVE , BROOKLYN, NY¥ 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 
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Use this COUPON 
for Catalogs 
and Literature 


on 
Store Equipment 
and 


Specialty Merchandise 


1 $s 
~ 


ao ef 








vaca Lo 

















The Western Service Depart- 
ment of the Boot and Shoe 
Recorder furnishes gratis to 
subscribers information and 
suggestions on matters of store 





errr 
i : [t 
| i 
ig 
iF E 
pe 
i 


. . 0 Pla Room Equipment 
equipment and specialty mer- ane C Carton Labels 
h di Seating (CD Literature on Leather 
chanadise. one by 2) The pone!" 
ee ‘or Men 
+ Interior ting C Advertising 0 Fer 
To dealers checking the Novelties | Foe — 


coupon at side catalogs and lit- 
erature will be sent by some of 
the leading manufacturers of 
the articles specified. 


| 
— 
- 
5 
: 


ile 
| 


OOO00DooooooooooooooooOoooo 
Fa 
O 


To aid in finding just what you 
want, please inform us as fully 


as you can regarding your re- 
quirements. 


Address Shoe Store Service Dept. fe a 
Boot and Shoe Recorder}. oo ae eae a sa 
Chicago, Ill. sv onne qs pad bepedhas Chaba ane aa wr 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


WHAT METHOD PROFITS MosT?..... Find Your Real Niche......... 25 
Pick Your Policy and Pursue It 


AT THE ST. LOUIS PAGEANT........ Through the Camera’s Eye..... 26 
Two Pages of Interesting Pictures 
Poetry HATH CHARMS............ A Selling Story in Rhyme...... 28 
Don’t “FIGHT’ THE CHAIN STORE.. Jt Has Its Place.............. 29 
THE VOICE OF THE RECORDER....... The Editor’s Opinions.......... 30 
Hit ’EM IN THE EYE.............. How to Get Attention.......... 82 
An Illustrated Article on Phases 
of Display 
WHICH SHALL IT BE?............. Flexible or Rigid Shanks....... 34 
The N. S. R. A. Takes Up Ortho- 
pedic Shoes in a Serious Way 
SHOES FOR SPORT OCCASIONS....... The Newest in Sport Shoes for 
pa tae pee Tae UN tee -Be, 35 
O. P. I.—OTHER PreoPLe’s IDEAS.... By Harry R. Terhune.......... 36 
More of Those Pithy Little Money 
Making Stunts 
THE CUP THAT CHEERS............ Gingering the Salesforce....... 38 
SHOE MERCHANTS’ NEWS.......... What’s Doing in the Trade..... 42 
SHOE MARKET NEWS.............. Among the Manufacturers..... 50 
WHo’s WHO ON THE ROAD......... Helen M. Haney.............. 59 
Wart Is. SELIING?.............%.- By TAG yes cc igo secede 66 


Quick, Live Information on Fast 
Moving Shoes 


OTHER REGULAR FEATURES 
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Next Week 
you will find 
in the 
Boot and Shoe 


Recorder 





ERE’S news in men’s shoes, 
“Ken” Chishold of Cleveland 
tried out 350 pairs of imitation alli- 
gators in men’s shoes, since which 
time he has increased to 750 pairs, 


and then 1000 pairs. What does the 


future hold? 


HARLES THOMPSON, with a 

string of shoe departments, 

tells of the flapper and the pump she 

wears. A special study of the fitting 

values of pumps also appears in this 
issue. 


has taken thousands of centuries 

for the modern Eve to correct that 
story about the serpent in the Gar- 
den of Eden. Adam was the first cob- 
bler and the apple of his eye was the 
creation of reptilian footwear. Those 
were the days before calf and kid, | 
and we leave it to you, what ma- 
terials were used for foot 
if any? 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 











OR a number of years the 
Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 





Ideal for Conventions 


The Cameo Room, seating 2000, and. 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 
and meetings of all kinds. Conventiori 
managers also find the broadcasting ser- 
vice a great advantage—Station WSWS. 





world’s largest and 


The New Morrison, when completed, will be the 
tallest hotel, 46 stories high, with 3400 rooms 





Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 





December 11, 1926 






































